


— 


LEADING LIFE INSURANCE WEEKLY ' 





» 





| The National Underwriter 


LIFE INSURANCE EDITION 


S|) —— | OS 


\ 





FRIDAY, NOVEMBER 14, 1924 


\ 
a 


On Objectives 


There are a lot of people and any number of con- 
cerns that lose their ambition as soon as they ob- 
tain their first big objective. 


You may have heard about the shabby old colored 
man, who, when approached by a busy house- 
wife with the query, “Would you like to make a 
quarter?” replied: “Who, me? Say, lady, I’se 
GOT a quarter.” 


The Central Life has not reached its objective. 
It probably never will. We are continually striv- 


New Home Office Building ing to be better and bigger, to render every pos- 


ao N. Michigan Ave. sible aid and service. Are we succeeding? Look 
icago 


at our splendid growth, and ask our agents why 


Agency Openings in they like the Central Life. You'll find no QUAR- 


Illinois TER ambitions here. 
Minnesota 


Kansas 

lowa 

South Dakota 
Texas 
Missouri 
Nebraska 
Michigan 


The Central Life Insurance Company of Illinois 


720 North Michigan Avenue 
CHICAGO, ILLINOIS 














A Radical Improvement 
In Agency Operation: 


An agency connection offering all of the remunerative advantages of a 
General Agency (with none of its disadvantages) and all of the advantages of 
a Branch Office in attracting and holding men,(with none of its disadvantages). 


THE 


National Life Insurance Company 
of the United States of America 


ALBERT M. JOHNSON, President, 


has made an exhaustive study of the agency organization problem. Most ambitious men seek 
General Agencies and yet the Branch Offices show the greatest growth in agency personnel and 
production. The capable General Agent recognizes the advantages in making “direct” con- 
tracts but dislikes the income limitations of Branch Office operation. The capable Branch Office 
man likes the profit-making possibilities of a General Agency but dislikes the disadvantages of 
operating as “in-between” the field man and the Home Office. 


THIS COMPANY HAS WORKED OUT AN ARRANGEMENT 
WHICH ENABLES THE MAN OF ABILITY TO ATTRACT 
AND HOLD MEN AS A BRANCH OFFICE HOLDS THEM 
AND AT THE SAME TIME TO ENJOY ALL OF THE PROFITS 
INCIDENT TO THE GENERAL AGENCY SYSTEM OF 
OPERATION. 
The most successful young men financially, and in every other way, asa result of this exper- 


iment, are those who are operating on our National Life of the U. S. A. unique plan. It marks 
a great forward step in the evolution of the agency organization program. 


We are now prepared to make appointments in additional and important territories and 
seek men capable of making the most of their opportunities and to enjoy the benefits of our plan. 
The openings are few and located in Indiana, Ohio, West Virginia, North and South Carolina. 


Write and tell us all about yourself—and what you believe you can do—and we will tell 
you how we can help you do it by the National Life of the U.S. A. Plan. Address either 


Robert D. Lay, or Walter E. Webb, 


Vice-President and Secretary Vice-President 
29 SOUTH LA SALLE STREET 
CHICAGO 
A fine OLD COMPANY for More than $160,000,000 
AMBITIOUS YOUNG MEN Insurance in force 


Established 1868 
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THURMAN NEW HEAD, 
OF AGENCY OFFICERS 


Annual Meeting Brought Out 
Large Attendance of Company 
Men at Chicago 


MANY JUNIORS PRESENT 


Discussions and Reports Were Practical 
and Gave Valuable Suggestions to 
Those At Convention 





meeting of the 
Othcers in 


At the annual Asso- 
ciation of Life Agency Chi- 
cago, this week, Oliver Thurman, super- 
intendent of agents, of the Mutual Ben- 


efit, and vice-chairman, was chosen 
chairman. Charles Hommeyer, Union 
Central, was made vice-chairman and 
L. P. Brigham, National Life of Ver- 
mont, secretary-treasurer. 

The new members of the executive 


committee consist of H. H. Armstrong, 


Travelers; Alexander Mackenzie, Man- 
ufacturers Life; R. W. Stevens, Illinois 
Life, and H. J. Miller, Metropolitan 
Life. The hold-over members are Mr. 
Thurman, Dr. T. C. Denny, Central Lite 
of Des Moines; J]. G. Stephenson, Lon- 
don Life of Canada; Philip Burnet, Con- 
tinental Life of Delaware and Charles 
Hommeyer, Union Central Life. The 
nominating committee consisted ol 
Glover S. Hastings, New England Mu- 
tual, chairman; E. G. Simmons, Pan 
\merican Life and A. Gordon Ramsay, 
Canada Life. 
Informal Vote on Meetings 


An informal vote was taken as to 
the time and place of holding the annual 
meeting. Heretofore the meetings have 
been held on Armistice Day in Chicago. 
\n informal expression showed that the 
majority were in favor of holding the 
meeting at some other time. There was 
a movement set on foot to change the 
place of meeting but the big majority 
voted in favor of continuing to meet in 
Chicago. 

Charles Hommeyer of the Union Cpn- 
tral, who is chairman of the special com- 
mittee to consider the matter of twis- 
ters, brought in a report stating that 
the committee confined its attention 
argely to the work of so-called “adjus- 
“experts” and “actuaries.” These 
people advise changes, which he said 
were almost always to the disadvantage 
of policyholders. The work is for the 
personal profit of the twister. The 
companies in which the original insur- 
ance is written, the committee declared, 
can eftect any changes to meet altered 
onditions, in a way that will involve 
no sacrifice of any equity the policy- 
holder has The committee recom- 


ended: 


1 
! 
ters, 


Recommendations Are Made 


1. That the companies decline to re 
eive any applications directly or indi- 
“experts” or 


“ad- 


rectly from so-called 
sters,” and refuse to secure licenses 
them. 
>» The companies in their applica- 


ns should ask the question, whether 
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Gee es LLL 


AGENCY EXECUTIVES ARE PLANNING 
FOR BIG NEW BUSINESS CAMPAIGN 


FN emir th executives, who were at 
tending the meeting of the Associa 


tion of Life Agency Officers in Chicago 
this week, are practically all laying 
plans tor a vigorous business getting 


campaign Owing to the optimistic senti 
ment in the air and the feeling in gen 


eral that there will be a big rebound 
iollowing the presidential election It 
seemed to be the general opinion that 
now is the time to put on steam 


The presidential election brought out 
the fact that numerically the radicals 
are not as strong in this country as had 
been anticipated. Conservative business 
men are rather impressed with the ex 
pression of confidence in the present 
system of government and the practices 
that have been observed. 


Better Day for the Farmer 


The agency managers believe that the 
condition of the farmer will be greatly 
improved owing to better His 
buying power will be more pronounced 


prices 


The response of the stock market has 
been very gratifying. The market value 
of many securities has gone upward 
There has been more snap in the stock 
exchange. Investors are keener at the 
bit Thousands of orders were held 


the insurance applied for is to take the 
place of any other insurance, and if so, 
in what companies. 

3. The companies should 
reciprocal policy of advising other com- 
when the answer of the appli- 


adopt the 


panies, 


cant is in the affirmative. If possible, 
the insurance in the former company 
should be conserved. 

4. Each company should send to its 


agents definite printed instructions on 
this subject. 

5 \ sub-committee should be ap- 
pointed to secure the largest possible 
cooperation of companies in order that 
the plan may be successful. 


Work Will Continue 


It was voted to continue the commit 
tee with Mr. Hommeyer as chairman 
Mr. Hommeyer stated that the commit 
tee desired not only to rid the business 
of twisters in the form of “experts” and 
“advisers,” but any sort of twister. He 
said that the committee had urged that 
the president or guiding executive ol 
companies write to the committee giv- 
ing their position on twisting. There 
fore, when an agent finds that the agent 
of another company is trying to twist 
his case, he can show the policyholder 
the letter from the head of this particu 
lar company in the effect of twisting. 


Banquet Was Held 


[The convention hall was 
the doors on Tuesday evening, when the 
was held, the presence 
well as semor ofhcers 
attendance Oliver Thur 
Mutual Benefit led 

The speakers were ftormer 
lames Hamilton Lewis of Illinois 
lohn William Clegg, president of the 


pac ked to 


annual banquet 
of junior, as 
swelling the 
man of the presic 
senator 


and 





National Association of Life Under 
writers. Senator Lewis’ talk was largely 
in Armistice Davy talk in eulogy of the 
fallen heroes of the war and thus was 
broadcasted over the radio station 


WEBH, the Edgewater Beach Hotel 


‘ ’ 
’ 


result of the election 
have 


aack awaiting the 


Since then they been entered 


Improved Cenditions Abroad 


among lite insur 
that the 
considerably 
settlement has 
will bring 
buying market and 
bigger demand tor Amer 
ican products People as a whole be 
lheve that for the next four years at 
government will be kept out 

private institutions will be 
allowed to go without being 
harassed and not be the 
solicitude over 


The 
ance 
abroad will be 
now that the 
consummated 
into the 


ieeling exists 


othcials financial system 
improved, 
reparations 
been rhis 
Germany 


will create a 


ot busine ss, 
along 
there will 


what the government 


mav cd 

There are some activities that are 
considerably depressed, such as clothing, 
millinery, leather goods, and the like 


Che mild autumn has held back the sale 
ot winter goods 

Take as a whole however, 
conditions are in a_ better condition 
than they have been for some time 
Life men feel that now is the time to 
t e advantage of this golden oppor 
tunity. 


business 


station In the course of his remarks, 
however, Senator 
to pay tribute to the lite 
ness, that, in view of present 
day conditions throughout the world, 
the onlv real security in the final an 
alysis is recognized by the public as 
life insurance in a reliable company. He 


occasion 


insurance busi 


Lewis took 


Saving 


said that trust estates and other forms 
of estate building are of value, but life 
insurance offers the real security 

President Clegg spoke of the need 
of cooperation between the agency off- 
cers and agents 

Meeting Well Attended 

The meeting of the Association of 
Life Agency Officers enjoyed a record 
attendance, due to the institution of the 
unior agency officers’ round table, this 


bringing junior as well as senior agency 
officers to the association meeting. The 
program throughout was based on actual 
company experience, largely the find 
ings of questionnaires that had been sent 
Life Insurance Sales 


out through the 
Research Bureau This bureau held its 
annual meeting the day preceding the 


issociation meeting, so that the agency 


officers were given a three days’ conter 
ence on agency problems. 
Junior Officers’ Round Table 


The junior agency officers’ round 
table occupied the first morning's ses- 
sion and over 200 agency ofhcers were 


present for the meeting. It was looked 
upon as one of the most important 
movements ever undertaken by the As- 
sociation of Life Agency Officers, and 
certain to become an established 
the annual meeting program 
\s pointed out by both senior and junior 
it is of equal if not greater im 
than the meeting of the senior 
brings together the men 


it is 


part ol 


othcers, 
rtance 
othieers, as it 


who are actually in contact with those 

in the field The program for the 

junior officers’ section dealt with the 
(CONTINT ED ON PAGE 36) 
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EXECUTIVES GRATIFIED 
ON ELECTION RESULTS 


Anticipate General Improvement 
in Business Under Coolidge 


Administration 
SEE END OF RADICALISM 


Hope to Overthrow Fitzgerald Bill 
in View of National Election 
Trend 


NEW YORK, 


continuc 


Nov 12 


to express 


Company 
gratifiica 


} , ; 
the results of the recent elec 


nd to predict distinct improve- 


ment in the general business situation 
throughout the country rhe heavy 
vote accorded Pre sident Coolidge, par 
alleling as it did the result of the gen 
eral elections in Great Britain the week 


previous, attests the determination o: 
the great mass ot the people of the two 
ations to hold to administrative policies 
ol proven worth, and to fight shy of all 
communisti whether ti 
meaning but 


these be 
imprac 


tl eories, 


advanced by well 


tical idealists or by skilled plotters in 
tent only upon the attainment of selfish 
ends, wholly regardless of the welfare 


of the people as a whole 
Stock Exchange Gratifying 


One ot the best business barometers 
of the country is the New York Stock 
Exchange. The rise or fall of the price 
ot securities there dealt is evidence of 
faith or lack of confidence, as the 
might be, in the future worth of invest- 
ments. Of course, the price fluctuations 
upon the exchange are influenced con 
siderably by professional trading, but its 
large movements are always dictated by 
the outside investors, and these are 
guided by political and economic con 
siderations almost wholly While the 
men of the east felt very con 
hdent of the success of the Republican 
party in the recently concluded cam 
paign, tew were prepared for the over- 
whelming victory it hence the 
«xtreme pleasure voiced when final re 


rhe 


Case 


DUuUSsINeSsS 


s¢ ored: 


turns were tabulated response of 
the exchange to the news was an ad- 
vance in the price of practically all 
listed securities, the increases in certain 
standard stocks being as much as 5 
percent 


Gives Administration Support 


The belief of the average business 
man here is that with a Republican Con- 
behind him, Fresident Coolidge 
able to carry into effect the 
policies he has long been 
but which thus tar he 
to carry out, The clear 
late campaign was the 
confidence the people have in the presi 
lent and their determination that he be 
supported in his views. In the light of 
the returns the Congress will perforce 
support the administration, and business 
na planning their future moves 
with that thought in mind. President 
Coolidge is squarely upon record as 
favoring individual effort and in opposi 


gress 
will now be 
administrative 
known to tavor, 
has been unable 


lesson of the 


men ire 








2 


THE NATIONAL 


UNDERWRITER 


November 14, 1924 











tion to government ownership or the 
hampering regulation of private business 
enterprises. Again, he is committed 
to a policy of tax reduction, so that the 
commercial and industrial enterprises of 
the land may be relieved of a burden 
that has borne so heavily upon them in 
recent years. The continuance in power 
of the Republican party assures 
moreover, that there will be no serious 
tampering with the tariff for another 
four years at least. This will permit 
manufacturers to turn out and mer- 
chants to buy stocks, assured that the 
prices will be stable and that they will 
not face a possible heavy loss, which 
would be the case had a marked change 
in tariff regulations been a probability. 
Expect Insurance Boom 


So far as premiums are concerned all 
fire insurance companies are complain- 
ing over the dearth of new offerings; 
feeling well content if they are able to 
maintain the former volume. With the 
general election over, the prevailing be- 
lief is that it now needs but more sea- 
sonable weather for general business to 
improve, steadily but surely. Manufac- 
turers will turn out and distributers buy 
standard goods in sufficient quantities 
that will justify storage, and that will 
mean increased fire insurance coverage. 
Fortunately investments have been well 
sustained and still better prices are ex- 
pected to be reached before the close of 
the year. 

The big result of the election, in so 


far as underwriters of all persuasions, 
and more particularly the casualty men, 
are concerned, is the blow that was 


Labor will not be so 
advancing its 


dealt radicalism. 
arrogant in future in 
claims, nor will the proponents of 
monopolistic state compensation fund 
schemes be so free in advancing their 
views in the light of the declared stand 
of the people for conservatism. 
Hope to Defeat Bill 

The Fitzgerald bill, proposing a 
monopolistic compensation fund for the 
District of Columbia is on the calendar 
and will likely come up for considera- 
tion at the December session of Con- 
gress. While it will likely be pushed 
hard by its sponsors, the action of 
Missouri, in defeating by a vote of 
200,000 the same plan offered the people 
in that state, and the rejection by the 
citizens of Oregon of a proposed amend- 
ment to the state fund act making mem- 
bership in the fund by all classes of 
employers obligatory, is sure to influ- 
ence the action of the national legis- 
lators in their attitude toward the Dis- 
trict of Columbia measure. It is the 
belief of casualty underwriters that few 
of the leaders in the labor movement are 
sincere in their advocacy of monopolistic 
state compensation funds, and that they 
only support such measures at the behest 
of the state leaders, who are actuated 
more by a desire to gain politic al office 
than by any real concern for the wel- 
fare of the industrial classes. 

See Grenter Life Business 

The life insurance companies of the 
land have all been doing a satisfactory 
business since the beginning of the year. 
and their managers anticipate _ still 
larger opportunities for the sale of in- 
demnity under the continued Coolidge 
adminstration. They are likewise 
gratified at the prospect for reduced 
taxation and for the strong prospect ot 
the stabilizing of investment security 


values. With the passing of the radical 
element in the national and many of the 
state governments, which the recent 


presages, there is likely to be 
little talk of government ownership of 
railways and of public utilities, or of 
hampering restriction upon private bust- 
nesses of any character. 

Altogether the insurance fraternity is 
thoroughly satisfied with the outcome 
of the voting on Nov. and managers 
and agents alike are now concentrating 
their energies to developing ex ‘pansion 
plans for their respective organizations 
or offices. 


election 


liquidation of the Serb Federa- 


a fraternal, by the New York 
has been completed. 


The 
tion Sloga, 
department, 


| man 


|group of the 


MANY NOT DISTURBED 


HALF RATE POLICY QUESTION 





Officials in General Do Not Believe 
That Active Agents Will Push 
This Contract 


A number of life insurance officials do 
not seem to be perturbed over the so- 
called half-rate policy that has been 
put out by the Aetna Life and Pru- 
dential. This policy was used some 25 
years ago by the Canada Life, but never 
made much of an impression. It has 
been used in modified form now and 
then, but owing to the fact that the 
commission is small, the agents have 
practically buried the contract. 


Policy Actuarially Correct 


The so- 
tuarily correct. 
tween this policy 


called half-rate policy is ac- 
The only difference be- 
and the convertible 
five year term policy, is that the rate 
on the five year period is higher, thus 
enabling the companies to create some- 
thing of a reserve, and there does not 
have to be any medical certificate or 
examination, when the assured goes on 
the higher rate, as is the case with the 
term contract. 


Low Commissions a Handicap 


When the higher rate starts, it is 
somewhat lower than that for the at- 
tained age. Take age 35 for example. 
One man starts his regular whole life 


contract at the rate at age 35. An- 
other takes the half rate policy, paying 
a lower rate for the first five years, 


and then paying a higher rate at age 40, 
and the rest of the time than the first 
does. In the long run, they will 
pay the same so far as a large 
same age is concerned. 
If the man who takes the lower rate 
policy dies within the first five years, 
naturally he has had an advantage over 
the one who took the policy at the regu- 
lar rate at age 35. 

Company officials 


both 


declare that the 


lower commission earned on the _ half 
rate policy will never bring it into 
popularity. It will be used in com- 
petition in order to save _ business. 
Where a prospect cannot be swung to 
the regular form, the half-rate policy 
will be used. 


The other companies do not seem to 
be exercised about it. Many agenis 
feel that this may be a dangerous in- 
novation, because if the policy is pushed, 
it may convince the companies that they 
can get their business at lower cost by 
using a policy of this kind. 


HEALTH LINE ‘WATCHED 


EXPERIENCE IS 


STILL BAD 


Casualty Companies Are on the Anx- 
ious Seat As to This Class 
of Business 


NEW YORK, Nov. 
surance problems are by no means 
solved. At home offices there is still 
much discussion as to what attitude 
should be taken, especially toward the 
adoption of the waiting period. More 
companies seem to feel that if health 
insurance is to be permanent and put 
on a favorable basis, at least a week’s 
waiting period should be required. Sta- 
tistics show that one-third of the bene- 
fits paid are caused by illnesses of a 
week or less. Naturally, companies 
could afford to give a better rate if a 
waiting period were required. Most 
comp anies are getting away trom partial 
disability so far as health insurance is 
concerned. Their policies pay for the 
time that a man is actually unable to 
do any work. There is much contro- 
versy over the restrictions placed about 
partial disability and house confinement. 


12.—Health in- 


Large Benefits Policies 


Perhaps one of the features in health 
underwriting that causes the most con- 
cern is the claim ratio on policies pay- 
ing rather large benefits. Some inter- 
esting statistics have been compiled 
showing claim ratios on policies giving 
$15 a week benefit or less, from $15 to 
$25 a week, from $25 to $50 a week, 
from $50 to $100 a week and from $100 
upwards. In this connection the loss 
ratio on the first class, or those policies 
paying $15 or less a week is compara- 
tively low. It increases sharply in most 
states with the larger benefits. 
the $100 a week class is reached, the 
ratio in a number of states 
of 90 percent. Policyholders of this 
class, overcome with nervous prostra- 
tion or some other malady, find it neces- 
sary to go to some resort and spend the 
winter. The moral hazard, so to speak, 
on these higher benefit policies, is very 
pronounced. Men of large incomes seem- 
ingly will take advantage of the situa- 
tion and have a prolonged vacation. 

Equitable of Iowa Gains 

The Equitable Life of Iowa is mak- 
ing great strides in business this year, 
having written $47,817,476 in new paid- 
for business between Jan. 1 and Oct. 1, 
1924. This is a gain of sn ounaine over 
the same period of last year. 


When | 


is upwards | 


SEEK INCREASED TAX 


WOULD MAKE COMPANIES PAY 


Michigan Teachers’ Association Pro- 


poses Pla? to Raise Funds for 
Better School Facilities 


LANSING, MICH., Nov. 11.—An ad- 
ditional tax on the business of foreign 
insurance companies operating in Mich- 
igan which might amount to as high as 
$1,000,000 annually will be levied if a 
plan just announced by the Michigan 
State Teachers’ Association to increase 
the primary school fund is successiul. 
Initiatory petitions have been prepared, 
according to E. T. Cameron, secretary 
of the association, to bring about the 
passage of a bill levying such a tax on 
out of state insurance concerns and on 
inheritances, the revenue derived, which 
will total $6,000,000, to be used to pro- 
vide adequate school facilities in sparsely 
populated districts where the present 
funds, distributed on a per capita basis, 
are inadequate. 

Would Levy Flat 3 Percent 


Under the present law, insurance com- 
panies with home offices outside of the 
state are required to pay a tax amount- 
ing to 3 per cent in the case of all con- 
cerns writing fire, marine, and automo- 
bile business, and but 2 per cent on 
some special classes written by old line, 
legal reserve life companies. This tax 
is assessed on the gross premiums and 
amounted to over $2,000,000 for the year 
ending June 30, 1924. Under the re- 
quirements included in the new bill, the 
levy would be raised to a flat 3 per cent 
for all companies, thus raising at least 
$750,000 additional annually, its spon- 
sors declare. 


Claims Signatures Can Be Had 


If enough signatures are obtained, 
that is, 8 per cent of the vote for gov- 
ernor at the last election, the Michigan 
initiatory law provides that the bill be 
presented to the legislature and if that 
body does not pass it within 40 days it 
must go to the voters. Supporters of the 
plan claim that sufficient signatures can 
be obtained to insure presentation of the 
proposed act when the legislature con- 
venes Jan. 7, 1925. Whether the legis- 
lature, most of the members of which 
have been chosen on economy platforms, 
will pass such a measure is problemati- 
cal, as considerable agitation has been 
forthcoming from time to time in favor 
of reducing rather than increasing the 
! primary school fund. 
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HOLD ANNUAL MEETING 
OF RESEARCH BUREAU 


Discuss Feasibility of Making a 
Quarterly Survey of 
Lapses 


GREAT INTEREST IS SHOWN 


Study of General Agency and Branch 
Office Expenses Is Being Con- 
ducted at Present 


Che third annual meeting of 
Sales 


the Life 


Insurance Research Bureau was 


held at 
with the meeting of its parent organiza- 
Life 
The attendance was consider- 


Chicago Monday in connection 


tion, the Association of Agency 
(Otnecers. 


hl 


ly larger than expected, and a great 
deal of interest was manifested in the 
work of the bureau. John M. Hol- 


combe, Jr., manager of the bureau, ex- 
pressed his appreciation of the attend- 


—————— 





JOHN M. HOLCOMBE, JR., 
Manager Sales Research Bureau 


and the hearty cooperation of 
member companies during the year. 

The announcement that the bureau 
expects to undertake a survey of lapses 
by quarters, similar to the monthly sales 
survey, precipitated an interesting dis- 
cussion. The consensus of opinion was 
that a mere composite lapse ratio would 
be of little value, and that the problem 
must be approached from the standpoint 
of the policy year. It was pointed out 
that the subject is extremely complex 
and full of pitfalls, as there are a great 
many different factors to be taken into 


ance 


consideration in each case. The terri- 
tery, company. year, financial condi- 
tions, and many other elements effect 
+] 


1e individual rate. Whether or not a 
Pa: : ~ . : 
working basis can be found which will 
be of some value to the company mem- 


bers remains to be seen. It was the 
opinion of some that this was a studv 
rather for individual companies, and 


1 
+] 


at a general survev by the bureau 
would be of very little practical value. 
The bureau does not want to duplicate 
the work along the line of a lapse sur- 
ev being conducted by the American 
fe Convention 

Issues Reinstatement Manual 


Vice-President John A. Stevenson of 
e Equitable of New York said that 
such a survey is worth undertaking, but 
t it will not be enough merelv to call 
ttention to high lapse ratios. The real 
lue of such a study will be the de- 
ermination of some method of reducing 


LIFE 


GIVE PRUDENTIAL SIDE 


GORE ADDRESSES COMMITTEE 


Declares That It Will Not Withdraw the 
Half Rate Policy from the 


Market 
Vice-President and Actuary John K. 
Gore of the Prudential has sent a letter 


to the special committee of the New York 
City Life Underwriters Association that 
protested against the so-called half-rate 
life insurance.policy. The Prudential calls 


its policy “whole life policy with half 
premium for the first five years.” Mr. 
Gore states that his company will not 


withdraw the policy. He believes that it 
meets a public demand and that is the 
basis whereby the Prudential will measure 
its duty to the insurance buyer. Mr. Gore 
in his letter says 

As promised your committee when you 


were at our home office on Oct. 22, we 
have given consideration to your re- 
quest that the Prudential discontinue its 
“whole life policy with half premium 


We have 


reasons for 


also care- 
such re- 


for first five years.” 
fully reviewed the 
quest given in your signed statement 


Your chief objection to this policy 
seems to be that it is what you call a 
“competitive” policy It was not so in- 
tended, but was designed to meet a 
specific situation We believe that it is 
better adapted to the needs of a large¢ 
class of persons than any other form 
now available It is in our opinion a 
better form for the insured than the 
convertible term policy, and has, in fact 


during the six months of its issue mate- 


rially reduced the proportion of such 
policies While it may be reasonable 
to expect a higher lapse than normal 


at the end of the fifth year, we feel sure 


a larger proportion will renew at that 
time than at present convert to perma- 
nent forms under convertible term 


policies 
Hopes More Will 


You state that the new policy is being 
seriously considered by many other com- 
panies We should not be sorry if the 
companies generally should such 
a form, as we believe they would there- 
by be rendering a distinct service to 
the insuring public. We are convinced 
that the new policy is of real value to 
those for whom it was intended. We note 
that you do not criticize it from an 
actuarial standpoint Moreover, as it 


Use It 


issu 


carries our regular whole life commis- 
sion scale, it is satisfactory to our field 
men. We see no reason, therefore for 


discontinuing it 


We appreciate the spirit of fair-play 
and progress displayed by the Life Un- 
derwriters’ Association of New York for 


many years, and you will agree with us 


that the Prudential has cooperated in 
every way with your association We 
deny, however, that there is anything 
unfair or unethical in the issuing of the 
policy in question, which meets a defi- 
nite need and which is decidedly better 
for the insured than the present con 
vertible term policies 

such a high ratio. His own company 
has been working on a sales manual for 
the express purpose of giving instruc 


tions on reinstating lapsed business 
Dr. Walter Dill Scott, president of 
Northwestern University and formerly 
director of the Bureau of Personnel, was 
present for a part of the afternoon ses 
sion, and made a short address. He said 
that most research projects fail or are 
impractical. This has been true of re- 


searches in every field, including the 
physical sciences, and yet these re 
searches are responsible for the scope | 


of modern business. He stated that the 
income of industrial workers is approxi 


mately $10,000,000,000 a vear. but that 
without the help of modern science it 
would not be more than $4,000,000,000 
a year. We owe our prosperity to those 


researches, most of 


tical or failed 


which were imprac- 


Research in Social Sciences 
Dr. Scott said that the progress of the 
next century will be concerned with 
social rather than physical sciences, with 
the handling of men. Research will be 
(CONTINUTED OWN PAGE 22) 


INSURANCE 





EDITION 


STRIKES HIGHER NOTE 


IS PACE MAKER 


WILLIAMSON 


New President Chicago Life Underwrit- 
ers Association Presents a Goal 
Toward Which All Should Work 


STRONG PLATFORM 


The new president of the Chi- 
cago Life Underwriters Associa- 
tion, W. W. Williamson, suggests 
this platform: Life insurance for 
life insurance salesmen only; no 
part time men; no commission 
sharing with those not devoting 
their entire time to life insurance 
business; no price cutting; more 
careful selection of agents; more 
efficient training of agents; cut- 
ting down of brokers. 


W. W. Williamson, Chicago manager 
of the Phoenix Mutual Life, on assum- | 
ing the presidency of the Chicago Life 


, 
Underwriters’ Association, sounded a 


very high note in professional life insur 
ynce work 

He said no one should be entitled to 
sell lite insurance, but life insurance 
men He believes that these men 
should be well prepared for their work 
nd should be competent to deal with 


the problems that have to be solved 

He said that no commission should be 
shared with a solicitor unless he devotes 
all his time to the business 

Mr. Williamson came 
strongly against part time men He 
thinks that they are parasites on the 
business. He said that an employer 
pays his man to give all his time and at 
tention to a particular work. It is wrong 
he said, for life insurance men to entice 
these people to give part of their time to 
life insurance He asked whether any 
great business would succeed if it put 
its salesmen on a half-time basis. 


out very 


One Price to All 


Mr. Williamson said there should be 
no price cutting There should be 
price for all the goods offered There 
should be no dickering by the purchaser 


one 


on this question. He said that all the 
great enterprises of the country had 
been built up on the one price system 


It is advocated by thinking people. If 
a life insurance man yields and gives a 
rebate, the public gets the impression 
that the life insurance people are mak- 
ing so much money that they can af- 
ford to give away part of their earnings, 
or they become doubtful of the quality 


of the goods 


All Twisters Are Brokers 
} 


Mr. Williamson would cut down on 
the brokers. He said that while all brok 
not twisters, yet all twisters are 
brokers. He said that a broker will tell 
a prospect that he will go out in the 
market and select a company that has a 
policy to fit his particular needs. This 
is a mis-statement of the case, said Mr 
Williamson, because all companies are 
selling policies to fit any special case 
Referring to his own company, Mr. Wil 
liamson that the Phoenix Mutual 
had cut out three-fourths of the agents 
formerly represented it, and vet is 
writing more business than ever before. 


ers are 


said, 


that 
Selection of Agents 


Mr. Williamson next 


should be greater care exercised in the 


declared there 





selection of agents Everv man who is 
seeking a contract should not be taken 
He said that too many « fices will take | 
men on suspicion. They are anxious for | 
husiness und eager for volume. | 
They will give Any man ae_e rate 
hook nd probably an advance Yet 
much monev may be lost on these float 
ers He said that the reason that the 


public at large shrugs its shoulders when 

a life insurance man is presented, is due 

to the fact that high grade type of men 
(CONTINUED ON PAGE 30) 
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JOINT MEETING GREAT 
ACTUARIAL CONFERENCE 


American Institute and Actuarial 
Society Met Together Last 
Week at French Lick 


VALUABLE CONTRIBUTION 


Open Discussions, With All of America’s 
Actuaries Participating, Brought 
Out Many Features 


LICK, IND., Nov. 11.—A 
the Institute 
and the Actuarial Society 
America held Nov. 6-8 in- 
Not only one 
of great benefit to the members of both 


FRENCH 


joint meeting of American 


of Actuaries 


was here 


clusive was the occasion 


societies because of their united atten- 


tion to common actuarial problems, 
since the major portions of the sessions 
were open to both organizations, but 
the opportunities for informal and social 
gatherings added greatly to its pro- 


nounced Many opportunities 
offered for the members to get to- 
gether and become acquainted, 
rhe entertainment committee arranged 
golf tournaments, tennis matches, card 
games and other diversions with which 
to employ the moments not actually de- 
voted to the meetings Not the least 
of the pleasures of the gathering were 
the visits paid to the famous French 
Lick Casino, where the actuaries devoted 
considerable time and thought to calcu- 
lating the elements of chance entering 
into the various games, without, how- 
risking too much to secure adverse 
the 


success 
were 
closely 


ever, 


' 
practical 


data on subject 


Memorial Resolutions Adopted 


Arthur B Wood, 
Actuarial Society of America, presided 
at the opening meeting on Thursday 
morning This meeting was confined to 
the members of his society. The papers 
were withheld till the joint meeting the 


president of the 


following morning at which Mr. Wood 
also presided At the Thursday morn- 
ing meeting memorial resolutions were 
passed for several members whose 


deaths had occurred since the last meet- 
ing. These included David Parks Fack- 
ler, consulting actuary, who died at the 
age of 83, a founder of the society and 


often affectionately referred to as its 
“father,” who was its second president; 
Howell Williams St. John, likewise a 


charter member, and the society's third 
president, an actuary of the Aetna, acci- 
dently killed at the age of 90; Clarence 
Edmund Cale, assistant actuary of the 
Continental of Canada and the only man 
who ever passed all of the examinations 


for membership in as short a space of 
time as three years, and Allan W. 
Strong of the Sun Life of Canada. 

At this session Arthur Hunter of the 
New York Life discussed the methods 
employed in disposing of their foreign 
business The subject of disability data 


came up and it was determined to secure 
information in full United 
and 5 Canadian companies 


trom 20 
States 
History 

gathering, 
full at- 
address, 


societies 


Traced Organizations’ 

At the Friday morning 
which was distinguished by its 
Wood, in his 


history of the two 


to the present, in a very Interesting way. 
The first similar body was that organ- 
zed in Great Britain about 1848. As 


this developed. it extended to all parts 


of the British empire. In order to 


secure standing, many actuaries in the 
United States joined this group, until, 
in 1889 the Actuarial Society came into 


being, followed in 1909 by the American 
Institute of Actuaries As the societies 
became stronger, membership was re- 








4 


stricted and admittance became corre- 
spondingly more valuable since actuarial 
problems could be properly discussed 
only by men whose minds had been 
trained to contribute constructive ad- 
vancement to the science. Many men 
are members of both the Society and the 
Institute. Mr. Wood forecast the con- 
tinuance of friendly relations and devo- 


tion of common interests. 
Papers Were Presented 
In the first paper Prof. Henry L. 
Reitz of the University of Iowa de- 
scribed an attempt to determine if 
longevity were an inherited trait. To 


determine the point, he went carefully 
over the death claims of the Northwest- 
ern and the Midland Mutual, taking the 
names of those men whose fathers had 
died before the applications had been 
made by the sons. A great deal of in- 
teresting information was disclosed, but 
no definite conclusions could be deduced 
on the main point. One of the most in- 
teresting developments of the study was 
that men whose fathers had died young 
tended to insure at a young age. 
Arthur Hunter, actuary of the New 
York Life, presented a paper which had 
been jointly prepared by Dr. Oscar H. 


Rogers and himself dealing with the 
effects of heart impairments. He intro- 
duced the subject by stating that fre- 


quently medical men regarded as of 
minor importance certain forms of heart 
defects, but that the insurance compa- 
nies had to be on their guard since facts 
made it appear incontrovertibly that the 
doctors’ stand was based on opinion 
rather than on experience. The study 
of the subject and subsequent adoption 
of ratings by many companies had re- 
sulted in greatly improved mortality on 
this class of risk. Experience has now 
enabled the actuaries to group and rate 
heart cases logically into the three fol- 
lowing classifications: Murmur at the 
apex, but not transmitted; mitral re- 
gurgitation, and murmur complicated 
with personal history of inflammatory 
illnesses. Functional heart trouble re- 
quires ratings over age 40 under prac- 
tically every condition, while at the 
younger ages there are occasions when 
risks need not be considered as sub- 
standard. 

A research to determine “Mortality 
Experience Under Renewed Term Poli- 
cies and Conversions from Term Poli- 
cies” conducted by Miss E. T. R. Wil- 
liams of the Provident, based on the 
experience of her company and that of 
Prudential and Mutual Benefit, pointed 
to the belief that the experience under 
converted policies was least favorable in 
the case of the group of which the 
original ages at issue were under thirty. 

Gives Japanese Experience 

The experience of the New York Life 
in insuring Japanese and other orientals 
was discussed by Arthur Hunter. The 
contracts on Japanese were placed on 
those residing in this country, Canada 
and Hawaii. The business was secured 
through Japanese agents who were espe 
cially selected by the company to be 
dependable in order that they might use 
additional discretion in the selection of 
risks. They were limited to 20-year en 
dowment or shorter policies, and in no 


case was the endowment period per- 
mitted to extend beyond age 65. Under 
these terms the business was entirely 


satisfactory. 

The Japanese have not yet developed 
ordinarily do not lend themselves to 
improvement of this situation. The 
mortality from this cause is greatest 
between the ages of 15 and 39, and it 
decreases markedly beyond 40. This is 
likewise the experience of the Japanese 
companies. One factor of interest is 
that a great proportion of the Japs re 
turn to their native land to die. This 
complicates the business considerably 
because of the distance and the difficulty 
oc identification 


Alike Covers Chinese 


Similar conditions are met in insuring 
Chinese and Hindus, though, in addition, 
the sub-tropical rating af 50 percent is 
added. Handled in this way, insuring 
these classes of people is quite adequate 
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NEW APPRECIATION OF INSURANCE 


By WALTER LE MAR TALBOT | 
President Fidelity Mutual Life | 


of life insurance men within the past five years, I would probably point 


to the new 
men in all walks of life. 


appreciation with which life insurance is now regarded by 
Almost universal recognition is now given by the 


public to what life insurance can do and is doing to serve human needs. It 


| F I were asked my opinion as to the most notable fact in the experience | 
| 


is encouragin 


to know that so much progress has been registered in this | 


direction, for it is our business, yours and mine, constantly to impress upon 


relationships and the many useful forms of life insurance 
The people are quick to accept legitimate means by 


| the 


are now available. 


public mind the value of life insurance in all our social and economic 


protection which 


which their own interests can be protected and safeguarded. And we of 
the life insurance profession have successfully developed in the public mind 


| 
| a higher sense of the big things life insurance is capable of doing. The 
advancement that has been made in this respect is indeed remarkable. 


Only 


the men and women who struggled through life insurance salesmanship 
in the old days can fully appreciate the advantages enjoyed by the present- 
day underwriter in this lessened resistance. 


So the way is now clear and we must keep it clear. 


The companies 


must live up to the confidence being imposed in them. The agents must 
be equipped with character, efficiency and energy if we are to maintain 
our standing. We cannot forget that the public’s opinion of life insurance 


is molded to a great extent by the character of representation. 
Be loyal to the great institution of life insurance, 


appeal is simply this: 


So my 


which has so meritoriously won =. favor, by giving to it the best 


that is in you; the highest type of manl 


skill in interpreting the insurance ab of your clients; 


or womanly character; the best 
and the most 


honest and sincere cooperation with the company of your choice. 


and satisfactory to all concerned. It is 
clear that the mortality in any of the 
classes is higher than among American 
insured lives. There is no evidence of 
selection against the company on poli- 
cies of the larger amounts. 


A “Statistical Study of Blood Pres- 
sures” was conducted by Robertson G. 
Hunter of the Equitable of lowa. He 


found that there was a marked differ- 
ence as between men of different heights, 


but that there was, contrary to his ex- 
pectation, little variation between men 
of the same height, but different 


As a rule, the blood pressure 
of women was slightly below that of 
men. Low blood pressure was found 
to be more favorable than high in most 
diseases. 

Discuss Uniformity of Practice 


While not quite an actuarial problem, 
James E. Hoskins of the Travelers read 
a paper built from facts ascertained 
from a questionnaire to determine the 
differences in company practice on many 
points, such as permitting the insured 
to convert a term policy to the guar- 
anteed monthly income with annuity 
form. The differences in company prac- 
tice were startling. The varieties of 
ways in which the various details were 
handled could not help but confuse any 
man who had insured in several com- 
panies and who desired to have similar 
changes made in all of them. The con- 
sensus of opinion was to the effect that 
it would be an excellent plan to see what 
could be done to secure more uniformity 
in such matters. 


weights. 


The Provident Mutual has adopted 
the attained age method of obtaining 
policy reserves for office use. In de 


scribing it, E. W. Marshall stated that 
his company had employed four methods 
of computing aggregate policy reserves, 
hut that the method they were now 
using required less work ll any other. 
Indeed, so satisfactory had it been, and 
so slight the percentage of error, that 
the insurance department of Pennsyl- 
vania has adopted it with a consequent 
saving of 80 percent on this part of their 
work. Collateral advantages are also 
obtained, including facility of checking. 


Discuss Previous Papers 


Discussion of previous papers occu- 
pied the afternoon session, over which 
Percy H. Evans, president of the Ameri- 
can Institute of Actuaries, presided. 
There was particular interest in the dis- 
cussions on the disability clause and the 
writing of non-medical business. both of 
which are given elsewhere in this issue 
of Tue Nationa, UNpDERWRITER,. 

There was some discussion on an- 
nuities during which C. D. Rutherford 
of the Sun of Canada said that he 


thought it would be better to eliminate 
excess dividends on guaranteed settle- 
ments but make the continuous settle- 
ments correspondingly larger. 

Consider Change in Tables 


Henry Moir of the United States Life 
opened the discussion of the advisability 
of adopting the American Men Ulti- 
mate Table of mortality instead of the 
American Experience Table. Above 50 
the two tables are more or less the 
same, though there is a marked differ- 
ence at the lower ages. The present 
mortality tends toward the annuity ex- 
perience, so the obvious advantage 
would be in favor of adopting the new 
table in order to have the various phases 
of insurance calculations on the same 
basis. As a matter of fact the Men’s 
Table is in common, though informal, 
"se now since most actuaries at least 
check their rates for sufficiency against 
them. There are, however, so many 
legal points now involved with the 
American Experience Table, due to its 
long usage, that the adoption of the 
Men's Table might be rather radical. 
It would be in order to make the use 
of the Men’s Table permissive. Its 
adoption would not affect dividends 
since they are now based on the Ameri- 
can Men Table. 

Mr. Watt supplemented Mr. Moir’s 
observations, and pointed out that there 
would apparently be no advantage to 
the insuring public, to the companies or 
their agents, In attempting any country- 
wide revision of the various state stat- 
utes, which specify standards for calcu- 
lation of reserves. 

Show Change in Mortality 

Percy C. H. Papps quoted the ex- 
perience of the Mutual Benefit Life In- 
surance Company for the years 1921, 
1922 and 1923, as affording a strong 
indication that there had at last begun 
a decline in the rate of mortality on 
lives aged 50 and over. J. D. Craig con- 
firmed this tendency of mortality rate 
by quoting the recent experience of the 
Metropolitan, both in its ordinary and 
industrial branches, as indicating a de- 
cided decrease in the mortality of older 
lives. According to E. B. Morris, the 
experience of the Travelers indicates the 
same improvement. 

William Young discussed the precau- 


tions necessary to life insurance com- 
panies when issuing policies on Jap- 
anese, Chinese and members of other 


Oriental races. 

Take Up Special Risk« 
Hoskins of the Travelers re- 
counted the efforts which were made 
after the war, which are still being con- 
tinued, to obtain a safe rating for in- 
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Next ase Will Be Bie 
Legislative Season 


EXT year will be a busy legislative 
season. A large number of states 
will have their legislatures in session be- 
ginning early in January. Florida starts 


in April. The legislatures of the fol- 
lowing states will be in session next 
year: 

Arizona New Jersey 
Arkansas New Mexico 
California New York 
Colorado North Carolina 
Connecticut North Dakota 
Delaware Oklahoma 

Florida Oregon 

Idaho Pennsylvania 
Illinois Rhode Island 
Indiana South Carolina 
lowa South Dakota 
Kansas Tennessee 

Maine Texas 
Massachusetts Utah 

Michigan Vermont 

Missouri Washington 
Montana West Virginia 
Nebraska Wisconsin 

Nevada Wyoming 

New Hampshire 

suring the lives of aviators. He em- 


phasized the gradations of hazard which 
will be found in endeavoring to under- 
write these risks. The _ professional 
aviator, the owner of an aeroplane who 
employs a pilot to operate it for him, 
the owner who pilots his own plane and 
the person who occasionally rides in an 
airplane, being exposed to widely dif- 
ferent degrees of hazard. Statistics were 
quoted of the U. S. Air Service which 
indicate that about one aviator is killed 
for each 1,000 hours of flight. It was 
further determined that figures from 
other sources had indicated that, under 
favorable conditions, the fatality rate 
went down as low as one death per 4,000 
flying hours. As a general thing, the 
aviation hazard was steadily decreasing, 
due to the practice becoming safer and 
saner while the guards against accident 
and the equipment were becoming better. 


American Institute Session 


The outstanding feature of the Satur- 
day morning gathering of American In- 
stitute of Actuaries to which the mem- 
bers of the Actuarial Society of America 
were invited was the address by Presi- 
dent Percy H. Evans, actuary of the 
Northwestern Mutual. He said that 20 
years ago the home offices of the various 
companies were fraught with distrust 
and that each had to develop its busi- 
ness without guidance of any kind ex- 
cept that which its own experience 
dictated. Any information from a com- 
petitor was avoided as being untrust- 
worthy. He felt that it was to the 
actuaries and their seeking for facts of 
common value that the present happy 
feeling was due. He spoke of the 
friendly feeling that existed between the 
two actuarial bodies and the spheres of 
usefulness of both to themselves and to 
each other. 

He talked about the high educational 
requirements of a theoretical and prac- 
tical nature, and the examinations which 
both societies require. 

It was stated emphatically that, now 
that a great deal of information had 
been acquired on disability clauses, sub- 
standard practice and annuities, it was 
time to correlate the knowledge avail- 
able and apply it all to its proper uses 
for development of the business. He 
was particularly impressed with the 
situation on annuities and termed the 
present practice as archaic, at least com- 
pared with the methods employed in 
measuring and rating life coverages 
He expressed his pleasure at leading 
such a communion of talent as was 
represented in the body before them and 
charged them to continue their united 
thought to the many problems of the 
business of life insurance. 


conn J. Balmer Killed 


William Balmer, local agent for the 
American Lite at Lansing. Mich., was 
fatally iniured Monday evening when his 
automobile was struck by an interurban 
car at a crossing. He was rushed to the 
hosnital but died 15 minutes after ar 
rival 
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LINTON’S ANALYSIS OF 
AGENTS’ COMMISSIONS 


Cooperation Is Needed Between 


Actuarial and Agency 


Departments 


TWO TYPES OF CONTRACTS 


Seek to Make Sufficient Acquisition Al- 
lowance Without Overloading of 
Early Premiums 


At the joint meeting of the American 
Institute of Actuaries and the Actuarial 
America at French Lick 
week, M. Albert Linton, 
Provident Mutual 


Society of 
Springs last 
vice-president of the 


Life, presented a paper on “Returns 
Under Agency Contracts,” relating to 
certain phases of the distribution and 





M. ALBERT LIN tN 
Vice-President Provident Mutual 


Life 


conservation costs incurred by life insur- 
ance companies operating upon the gen- 
eral agency system and within moderate 
expense and commission limitations. 
rhis field necessitates analysis involving 
processes familiar enough to actuaries, 
but generally unfamiliar to those in 
charge of agency departments, and it is 
hoped that closer cooperation may be 
brought about between the agency and 
actuarial departments to solve some of 
the problems of the agency managers. 

Two types of general agents’ contracts 
were analyzed, the first contemplating 
nine renewal commissions of 7% per- 
cent, five of 5 percent and a subsequent 
collection fee of 2% percent, and the 
second differing from the first in that 
one-half of each of the 5’s from the 11th 
to the 15th year is commuted into an 
extra 5 percent payable the second year. 
he paper analyzed a single year’s pro- 
duction of $1,000,060, and also a uniform 
vearly production of $1,000,000, the 
vearly production table approximating 
the unit result which an average agency 
is likely to attain in the course of time. 
\n average premium of $30 per $1,000 
vas assumed 


Depend on Number of Policies 


he expenses at which an agency is 

nducted are independent of the aver 
ige premium, and largely dependent 
upon the average amount of policies, 
since that factor determines the number 

policies that has to be cared for. The 
emphasis of the paper was placed on an 
iverage policy of $3,500. Two sets of 
termination rates were used, one involv- 
ng withdrawal rates in each vear twice 


° LIFE 
PLAN DEMONSTRATION 


WORK ON INDIANA PROGRAM 


Gen. Dawes and Charles M. Schwab 
Asked to Speak—Gala Day for 
Insurance Business 





INDIANAPOLIS, IND., Nov. 12.- 
Details for “Indiana Insurance Day” are 
being rounded into shape and_ the 
general committee is planning an at- 
tractive program that will place before 
the insurance men and the public the 
general theme of “The Relation of In- 
surance to the Public.” This is being 
carried out by the committee in accord 
with the suggestion made by President 
J. B. Levison, of the Fireman's Fund, 
in his speech before the Northwest As- 
sociation. While the speakers have not 
yet been lined up, the committee is mak- 
ing an effort to secure Gen. Charles G. 
Dawes, vice-president elect of the United 
States, as the principal speaker at the 
banquet. An invitation has been ex- 
tended to Mr. Dawes and his friends are 
attempting to persuade him to accept 
this. Likewise an invitation been 
extended to Charles M. Schwab of the 
United States Steel Corporation and 
other speakers of national both 
within the insurance business and with 
out, will be shown on the completed pro 
gram. 


has 


lame, 


Plan Big Display 


to take 


Arrangements have been made 


over the entire 7th floor of the Clay 
pool hotel for the advertising display, 
which will be given in connection with 
the program. The committee believes 


that this will be the most elaborate dis 
play ever presented Every class of 
insurance company has been asked to 
participate, as well as all sprinkler, safety 
device, billing machines and other man- 
ufacturers more or less connected with 
the insurance business Invitations to 
the all-day program are being extended 
to all of last year’s speakers and to 
practically all company officials, all 
western managers, all supervising agen- 
cies, all insurance commissioners and 
practically all organization and associa 
tion officers. Plans are being made to 
accommodate 2,000 guests. 


Have Central Theme 


As was the case with the Northwest 
Association meeting this year, the pro- 
gram for Indiana insurance day will be 
built around a central theme, that se- 
lected being “The Relation of Insurance 
to the Public.” It has been felt that the 
lack of sympathy on the part of the 
public for the insurance business is 
due primarily to the lack of cooperation 
in the business itself, the condition of 
isolation which it has taken in the past, 
and the lack of education of the public 
as to the friendly service that fire insur- 
ance renders. To break down this bar 
rier, the Indiana insurance interests will 
present to the public a demonstration of 
their relationship At the same time it 
will demonstrate to the public the inter 
relation of the various 
ance 


classes of insur 


the rates of the other. It was assumed 
that the yearly cost of each old policy 


was $1.25, and that the cost of each new 


policy for the year in which it is issued 
is $12.50 
The total overriding commissions for 


10 years on a single year’s production 
ot $1,000,000 amount to $6,428, and using 
5 percent interest, have a discounted 
value in the first year of $5,454. During 
the same period the expenses amount to 
$5,923, and have a discounted value of 
$5,458. For 20 years the total overriding 
commissions amount to $12,214 and the 
expenses to $7,704. The total overriding 
commissions do not exceed the expenses 
until the eighth year, and the renewal 


overriding commissions, that is, the 
overriding commissions assuming that 
the subagent receives full general 


(CONTINUED ON PAGE 34) 
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EDITION 
MAKES CANCER STUDY 


BRINGS OUT STARTLING FACTS 


Metropolitan Life Shows Seriousness as 
Compared With Probability of 
Death From Tuberculosis 


The Metropolitan Life has issued a 
report on its study of cancer, in which 
it brings out the fact that cancer is so 
often associated with adult life that most 
persons do not know that a considerable 
number of deaths occur among children 
and adolescents, and that, in certain 
parts of the body, cancer actually ap- 
pears almost as frequently in children 
and adolescents as in adults. Ina study 


of 90,175 deaths from cancer among 
Metropolitan industrial policyholders, 
over a period of 12 years, it was dis- 


covered that 1,910 were those of persons 
under 25 years. The organs and parts 
of the body most frequently attacked by 
malignant growths in early life were the 
brain, the bones, the kidneys and supra- 


renals, and the lung and pleura. One 
third of all brain cancers appeared 
among persons under 25; of bone can 
cers and those of the kidneys and 


suprarenals, 25 percent were under 25; 
and of the lung and pleura, 12 percent 


Danger for Adults 


It is a surprise to most 
know that at the present time a man or 
a woman is more likely to die of cancer 
than of tuberculosis, in spite of the fact 
that the death rate from tuberculosis is, 
as yet, a little higher than that for can 
cer In 1922, for example, the tuber 
culosis death rate in the registration 
area was 97 per 100,000, while that from 


persons to 


cancer was 87 Nevertheless, it is true 
that a child, having once reached 10 
years of age, 1s, according to present 


indications, in greater danger of dying 
ultimately from cancer than from tuber 


culosis. The explanation of this lies in 
the tact that tuberculosis claims its 
victims heavily in early adult life, 
whereas cancer does not begin to do 
its most deadly work until middle life 


Has More Material 


In an actual population, tuberculosis 
has relatively more material to work on 


than cancer, and the proportion of the 
two death rates does not represent the 
“betting odds” that a child of ten, for 


example, will eventually die of tuber 
culosis, or of cancer, as the case may be. 
These odds can be calculated by the 
construction of a life table, and by then 
segregating the tuberculosis and cancer 
deaths from all deaths, and constructing 
truncated life tables with the remainder 

At age 10, for males, the probability 
of dying eventually from cancer was 
0837. That is to say, of 100 males at 
that age, more than eight will eventually 
die from cancer rhe probability of 
eventual death from tuberculosis, on the 


other hand, was only .0684, which indi 
cates that less than seven out of 100, 
will die from tuberculosis The cancer 
probability for males was therefore 22 


percent in excess of that for tubercu 


| 


For females at age 10, the measure 
of cancer probability was .1132, and for 
tuberculosis, .0606 Here the cancer 
probability was 87 percent in excess of 


the chance for eventual death from 
tuberculosis The excess of the prob 
ability measure for cancer over that for 
tuberculosis increases decidedly with 
advance in age 

With a rising cancer death rate, and 
a talling tuberculosis death rate, as a 


prospect for the immediate future, we 
may expect a greater disparity in the 
figures tor cancer and _ tuberculosis 
probability rhe control of tuberculosis 
has engaged public attention for many 


years. At present, provisions for cancer 
research, diagnosis and treatments are 
meagre in comparison with the magni 


tude of the task and the importance of 
cancer as a source of diminishing lon 
gevity and of intense suffering 





POINTS BROUGHT OUT IN 
HUTTINGER ADDRESSES 


Practical Suggestions Made by Tax 
Expert From Penn Mutual’s 
Home Office 


BIG FIELD IS NOW OPEN 


Charitable Gifts Present Great Possi- 
bilities to the Life Insurance Sales- 
man for New Business 


“Ten years from now no one will be 
able to write life insurance unless he is 
an economic engineer,” declared E. Paul 
Huttinger, home office tax expert of the 

Mutual Life, in addresses before 
Indianapolis, Detroit 


associations 


Penn 
the 
life underwriters 


and Chicago 
“Those 
engaged in the business then will won- 
business ac- 


The 


business of selling lite 


der how we ever wrote any 


cording to our present methods.” 
tendency of the 
exactitude ot 
that of the 


sales- 


insurance is toward an 


knowledge comparable to 
physician and the lite 
man ot the tuture 

equipped to serve 
understanding of their needs sim- 
ilar to that a physician gives to 
the needs of his speaker 


insurance 
will have to be 


his chents with a sci- 


entihe 
which 
patients, the 
said 

Life Insurance and Inheritance Tax 


‘Taxation is directly involved with 
life insurance in only instance,” he 
said, “and that is inheritance tax. Other 
forms of taxation apply more or less in- 
directly.” It takes study to keep up with 
the changes in inheritance tax laws 
United States Congress and the legisla- 
tures of the states meet periodically and 
frequently change laws. It is important, 
therefore, in selling lite insurance tor 
inheritance tax needs to know the un- 
derlying principles so that what is sold 
today to fit the needs of a client may 
not be disturbed in a few years through 
change in laws. 

Lite insurance, the speaker declared, 
has precedence over all other forms of 
estate investments “Life insurance 1s 
the only economic provision in the 
world,” he said, “to make up deficiencies 
in estates which arise with the death of 
the one who accumulated the estate.” It 
1s easy to convince the man who 1s rely- 
ing on ready cash in the bank to take 
care of the needs of his estate at death 
that he can use life insurance to good 
purpose, the speaker affirmed. Tell him 
to invest the cash in safe securities and 
income to buy hte imsurance, 
his estate when 


one 


use the 
thereby assuring 
it is needed and the securities as well 


cash 


Two Vulnerable Classes 


There are two classes of persons who 


ought to be vulnerable to the arguments 


for inheritance tax life insurance—the 
owner of real estate and the owner of 
industrial stock in a close corporation 
Real estate is hard to move under the 


best of circumstances and in hard times 


it is often necessary to sacrifice values 
heavily to meet the demands of inherit- 
ance tax The situation of the admin 
istrator of an estate composed of such 
securities is that of an irresistible torce 
meeting an immovable object—he can’t 
pay the taxes until he sells the real es 


tate or the stock and he can’t sell the se 
curities until he has paid the taxes. In- 
surance money in such a situation saves 
the property “You would be 
surprised,” he said, “at the number of 
men who die at the wrong time for the 
moving of the property which represents 


estates 


Should Get 


other 


their 
Actual Transcripts 


He urged the value of actual tran- 
scripts from the records of the probate 
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courts as aids in selling inheritance tax 
life insurance. Hypothetical statements 
of estates as they may exist at the time 
of the holder’s death are apt to be liber- 
ally estimated, he said, but there is no 
getting around the actual facts of the 
probate court experiences. Faced by 
such exhibits the prospect is very apt 
to take more insurance than the agent 
planned to suggest. Mr. Huttinger said: 


Makes a Strong Argument 


“You can furnish your prospect no 
better argument than the records of the 
probate court of your own county. Here 
is an absolutely conclusive proof of what 
the settlement of estates has cost. You 
can get an audience for details when he 
will care nothing for your own estimate 
or one out of a book. Here are details 
of men with whom he was acquainted 
and of properties with which he was 
familiar. 

Contract Matures in Cash 

“A life insurance contract is the only 
contract that matures in cash at face 
value when death comes, the only con- 
tract that covers the shrinkage in other 
assets. Suppose he tells you he has 
cash set aside for that very purpose. 
Show him he can protect all emergen- 
cies more surely through the policy than 
through an unprotected cash deposit. 
Mr. Huttinger said: 


Life Insurance and Trust Companies 


“Some men want a flexible fund. If 
he wants his beneficiary to have freedom 
in handling of the funds he leaves he 
can’t get it in life insurance without a 
long and complicated beneficiary clause. 
I am essentially a life insurance com- 
pany man but | can see there are cases 
where a trust fund may fit better than 
an inflexible beneficiary clause. 

Big Field in Charitable Gifts 

“As to charitable gifts—Here is an al- 
most virgin field for life insurance. You 
have been going to individuals while 
you should have been talking with the 
heads of the institutions. When a man 
tells the institution heads: ‘I’m going to 
leave you $10,000,’ that’s good, but the 
president or the minister should be in a 
position to say to him: ‘Let’s put it in 
insurance" 

Certainty in Life Insurance 


“The would-be donor may forget to 
designate the bequest in his will, or the 
will may not be properly executed, or it 
may be contested. On the other hand, 
there is the certainty of a life insurance 
policy. He hands it to the institution 
authorities. If he pays gross premium 
the institution can collect the dividends. 
If he doesn’t pay the premiums, or is un- 
able to pay them, they can collect the 
cash surrender. The more you look into 
this way of making a charitable gift the 
better you will like it. Translate the 
‘intention’ into ‘accomplishment.’ 

Most Men Have Ideals 


“Most men and women are idealistic, 
90 percent of us. We dream great 
dreams but we can’t put them in effect. 
Most of us want to protect those we 
love and regard but we haven't the 
scope or the ability. You are the men 
who can make dreams come true. 

‘Benjamin Franklin said there’s noth- 
ing certain but ‘death and taxes.’ He 
should have added, ‘benefits of life in- 
surance.’” 

Mr. Huttinger also proposed the es- 
tablishments of endowments and foun- 
dation funds to take care of community 
fund needs by municipalities through the 
use of life insurance by public spirited 
citizens. “We think we are a practical 
people,” he said, “but we are dreamers.” 
Dreaming is all right and it is through 
dreams that big ideas have been born 
but to bring practical results dreams 
must be followed up and made to come 
to pass. Our own constitution and all 
great inventions existed once in men’s 
minds as mere dreams but they were 
acted upon. “The greatest men are those 
who make victories out of defeats.” 

The Metropolitan Life has acquired ad- 
ditional property on east Twenty-fourth 
street, New York, immediately adjoining 
its home office building 














F. W. FELKEL OF SOUTH CAROLINA 


! 
LAURELS FOR WORLD’S RECORD GO TO 
| 
! 








OCTOBER PACEMAKERS 
F. W. Felkel, Anderson, 8S. C., 320. 
Frank M. See, Nashville, Tenn., 318. 
I. S. Watson, Meridian, Miss., 287. 
Robert A. Brown, Los Angeles, 268, 


ing life insurance applications in 

one month has been established. F. 

W. Felkel, general agent for the Contin- 

ental Life of St. Louis, Mo., at Anderson, 

S. C., during October wrote 320 applica- 

tions for insurance, his volume reaching 

$460,000, an average of $1440 per policy. 

None of his policies were in excess of 

$5,000, the majority being $1,000 and 
$2,000. 

In his record drive Mr. Felkel worked 
but 27 days, it being against his princi- 
ples to sell life insurance on the Sabbath. 
None of his business was cumulative or 
saved over from the previous month in 
anticipation of the drive. 

Mr, Felkel, who is 35 years old, mar- 
ried and in the life insurance business 


A NOTHER world’s record for writ- 


F. W. FELKEL 


little more than a year, operates in a 
city of little more than 12,000 inhab- 
itants. Prior to joining the Continental 
Life’s selling organization on Aug. 15, 
1923, he was in the cotton business. 
Several years ago he had a short experi- 
ence in life insurance selling, but was 
comparatively a green recruit when he 
went with the Continental. 

However, he quickly won his spurs, | 
and during the Clic Club year Aug. 1, 
1923 to 1924, demonstrated his ability to 
sell life insurance by landing the club 
presidency with a total of $443,500 in 
paid-for, more business than turned in by 
any other agent for the company. In 
making his drive for the Clic Club 
presidency his outstanding qualities 
were: Careful planning, hard, untiring 
work, and confidence in his ability to put 
it over. 

It was the same assets that carried 
him over the top in his drive for the 
world’s record in writing the greatest 
number of applications in any one 
month. 

Spurred on By Others 


When he set about to go after the 
world title he did not widely advertise 
that fact, but prepared his lines of oper- 
ation very carefully. He originally was 
shooting at a mark of 177 applications, 
figuring that would carry him above 
any one else, as at the time the world’s 
record was 176 held by H. E. Scott of 
Demopolis, Ala. But when he finally 
started to work the mark had been set 
at 235 by R. Keith’ Charles, Timmons- 
ville, S. C. 

Then in the very midst of his drive he 
learned first that Jack Wilson of Hous- 


| period. 


| it in 25 days 


ton, Tex., had raised the ante to 247 and 
finally that E. M. LaPlant of Sturgeon 
Bay, Wis., had lifted the mark to 251. 
It was not until he had successfully at- 
tained a mark heretofore never reached 
that he was told C. H. Smith of Cattar- 
augus, N. Y., during the period Sept. 
15 to Oct. 15 had completed 262 cases 
for a total of $467,300 of insurance. 
Also General Agent 


During his drive Mr. Felkel en- 
countered many obstacles that would 
have broken the spirit of less determined 
fighters. He was forced to practically 
lay off for two days because of pressing 
office duties in his position as general 
agent for the company, while he also 
ran into bad weather conditions while 


| working the southern section of the state 


which cost him two more days. Had he 
anticipated this state of affairs he would 
have changed his schedule to take in 
the upper part of the state during that 


Tells of His Methods 


In a letter written to Pickens M. 
Harper, vice-president of the company, 
Felkel tells how he accomplished his 
big feat. His letter follows: 

“When I decided to try for the world’s 


| record in writing applications for one 


month it was then about the middle ot 
September and I thought I would have 
to write 177 to beat the record of the 
man in Alabama. 

“After my decision to make a new 


| record I began to write down names of 
| possible prospects. 


I took the state and 
divided it up so as to completely cover 
This carried me over 
2,600 miles of ‘territory. I knew in ad- 
vance where I would end each night and 


| I carried out my schedule to the day. I 


completely forgot about agents and 
agency work and thought of nothing but 
writing applications except the two days 
that I had to do some necessary office 
work and take in the state fair where 
thought the half day’s rest would do 
me good for the last week's drive which 
I felt would be the hardest one. 


No Sunday Work 


“I began my work on the morning of 
Oct. 1 at 7:30 and wrote my nine appli- 
cations that day as I had planned to do 
throughout the month. I worked an 
average of twelve hours a day, getting 
plenty of sleep and was completely at 
rest each Sunday as I did not feel it 
right to work on the Sabbath and felt 
I would gain in the long run by keeping 
it. 1 stopped at 9 o’clock the night of 
the 31st. 

“Shortly after the 1st of October new 
records began to appear and I had to 
speed up my sales but I kept up my 
regular twelve hours work. Had I 
known that the New York state man 
was going to write 251 applications, I 
believe confidently that 1 could have 
written 400 without serious hurt to my- 
self by working faster and longer. 

“At the beginning of the month I 
sent out letters to a number of policy- 
holders and friends whom I could not 
see in person, asking them to take out 
a policy with me on some member of 
the family or tell me of some friend. | 
received about three replies to these 
200 letters and they were to the effect 
that I had their best wishes and to let 
them know how I came out. I wrote 
only three applications by mail and they 
were on close personal friends for $1,000 
each. Two of them lived out of the 
state. 

All Personal Solicitation 

“IT did no advertising at all. I had 
thought of doing so feeling that I would 
get the interest of many people that 
way but after reading of the records of 
all the other men, who had done so, 
I decided I would beat them with just a 
straight canvass. The only knowledge 
of my effort was made known to them 
through me in person. I felt somehow 





too that by advertising I might get 
people interested who might bring me 
some business, this I did not want. I 
wanted to feel that I had actually sold 
and gotten the business myself and with- 
out any aid from others. 

“I got most of my business in the 
lower part of the state where conditions 
were bad. I at the time did not know 
that I would lose two days, otherwise I 
would have spent more time in the upper 
part of the state where conditions are 
good and probably would have gotten 
more business. 

“My enthusiasm was the biggest help 
in making my record as it does not take 
much work to close a case when you are 
running over with enthusiasm. This 
and the desire of my friends to see me 
win made it easy. I used no special 
doctor nor received any help of any kind. 

Find Big New Field 


“I would like to call the attention of 
the Continental men to the fact that a 
world of business can be written on 
young folks between the ages of 8 and 
15. I did not know this fact until I 
began my record. 

“This is about all I can say except 
that I used sheets of paper with numbers 
and as I wrote all applicants I had 
them sign opposite a number telling 
them that I expected to frame the signa- 
tures in appreciation of their help and 
to serve as an affidavit to the fact that 
I had solicited and written them during 
the month of October. I now have a 
sheet with 100 numbers and am going to 
see the prospects this month that I 
missed and give them a chance to help 
me make a record for a consecutive 
month. This should help me get a nice 
bunch of business this month.” 

To Set New Year’s Record 


Having set one big mark, Mr. Felkel 
is now looking for new worlds to 
conquer and has his mind set on a new 
world’s record for number of applica- 
tions written in any one year. He also 
hopes to set a new mark for the month 
following a world’s record, indicating his 
ability to sustain a big drive beyond 
the period originally set. 

Mr. Felkel’s world record came in the 
midst of the biggest month in the history 
of the Continental, October Melson 
Honor Mo when the agents for the 
company < 33 $3,919,691, several hun- 
dred thousands in excess of the previous 
best mark for the company in any one 
month. Naturally his personal writing 
topped that of any other agent both in 
number of applications and volume of 
business. 

Has Successful Agency 


Mr. Felkel’s agency has but six active 
agents, but nevertheless has consistently 
ranked with the leaders of the Contin- 
ental. He has transmitted some of his 
personal enthusiasm to each of his 
workers and their average writings 1s 
probably in excess ot that of anv other 
agency for the company. Mr. Felkel’s 
recipe for writing business is “See lots 
of people and sell ’em.” 


HALF RATE POLICIES 
Chicago Life Underwriters Association 
by Close Vote Decides to Defer 
Action on Subject 


ISSUE 


At the meeting of the Life Underwrit- 
ers Association of Chicago last week, 
the executive committee introduced a 
resolution, approving the stand taken 
by the New York Life Underwriters 
Association in protesting against the 
so-called half-rate policies issued by 
the Aetna Life and Prudential. A. 5. 
Ingersoll of the Mutual Benefit and 
Julius H. Meyer of the New England 
Mutual led a movement to have the 
discussion of this subject postponed un- 
til the next meeting, so that more light 
could be shed on it. By a vote of 33 
to 32, such action was taken. The ex- 
ecutive committee backed up this reso- 
lution by a solid vote. 
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JUNIOR LIFE AGENCY 
“OFFICERS HOLD MEETING 





Was Feature of Agency Officers’ 
Association Convention in Chi- 
cago This Week 


IS NOW AN INSTITUTION 





Recognized Valuable Innovation, 
Productive of Beneficial Results 
to the Business 


as 








instituted at 
Association 


innovations 
the 


Agency Officers was the junior 


e 





this year’s meeting of 
of Lite 
agency officers’ round table, over which 
H. M. Holderness, 
tendent of agencies for the Connecticut 
presided. This first 


assistant superin- 


Mutual, the 
time that the junior agency officers have 


was 


had an opportunity to join with their 
seniors in the discussions of field prob- 
lems here were over 300 in attend- 


ance at the meting which filled the en- 
tire morning of the first day's session, 
and the manner in which the junior offi- 
cers participated was particularly grati- 
fying and assured those who had 
formulated this idea, that this branch 
of the organization, though in its ini- 
tial flight, has stepped out of its swad- 


dling clothes. 


Has Important Mission 


Holderness, in his introductory 
rks said that the purpose of the 
special session was the constructive 
discussion of the problems before the 
junior agency men. He said that this 
was, it anything, more important than 
the discussion of the same problems by 
the senior officers, as the junior agency 





men were directly in touch with the 
igents and general agents. The junior 
men are best fitted to work out such 
problems, and, as the senior officers 


have found the annual round table well 


worth while, the junior officers can 
profit even more. Mr. Holderness said, 


further, that the findings of the gather- 





ing should be of inestimable value to 
the senior officers, coming as recom- 
mendations from the great army of 
junior agency men, who are the closest 
in touch with field conditions 
Discussed Agency Department 

The junior agency officers conference 
was built largely around the question 
of agency department personnel and 
organization The subject was divided 
into four separate branches, though the 


discussion in each merged into one 


case 
general topic The discussion was 
opened by W. H. Dallas, of the Atlantic 
Life. who gave a general resume of the 


Mr. Dallas particu- 
lary stressed the question of personnel 
for the agency department He said 
that the first question raised is the 
source and character of this personnel 
His remarks were based on the answers 
from 25 companies, 
answers were about evenly di- 
ided between those selecting the home 


entire proposition. 


to a questionnaire 


and the 


fice personnel from the untrained 
clerks and those organizing trom an 
gency standpoint The companies 


ractice varied as to the appointment of 
superintendents, and _ assistant 
supervisors, some making these appoint- 
ments from the clerical staff, others 
m the agency ranks, and still others, 

m outside sources entirely. Mr. Dal- 

s said that it appears to be the most 
ractical to make the appointment from 
inside if possible, and from men who 

re acquainted with the agency work 

1 could get the agency slant on prob- 
He said that it is im- 


ns that arise 

rtant to build an agency department 

t has field possibilities, so that agency 
ntments might be made from the 





department. That not only builds a bet- 
ter field organization, but holds oppor- 
tunities for advancement before those 
inside the department. He said that the 
present tendency seems to be to bring 
in raw recruits and train them, the 
sources of these recruits being varied. 
Variance in Practice 


In discussing the necessary personnel 
for field work, Mr. Dallas said that 
about two-thirds of the companies used 
traveling supervisors, while one-third do 
not. He pointed out that those included 
in the two-thirds varied from large to 
small companies, so that the conditions 
were decidedly different in many cases. 
In some cases, the supervisors worked 
directly with the agents, while in others 
they worked with the managers only. 
About one-third of the companies ex- 
pressed the opinion that the matter of 
agency training is entirely up to the 
general agent. Mr. Dallas said that this 
is in line with the Simon pure general 
agency theory, though it does not appear 
to be in line with the present tendency. 
Mr. Dallas sees a growth of the use of 
supervisors and believes that the day is 
coming when specialization shall reach 
into this branch of the service, some 
supervisors assisting agents and some 
managers. He believes that it is neces- 
sary to train these field supervisors in 
the home office and that this field must 
be looked on somewhat as a training 
ground for general agency and mana- 
gerial timber. 

Another division of Mr. Dallas’ sub- 
ject was the question of field trips and 
he said that one-third of the companies 
have divided their territory into small 
sections, while two-thirds have not. The 
latter say that all field men should cover 
all of the territory. Mr. Dallas concluded 
his remarks with the statement that 
most companies are not working along 
any particularly planned or thought-out 
system, and that this is one line of de- 
velopment that must be approached by 
the agency department in the near fu- 
ture. 

Discuss Dallas’ Presentation 


In the discussion of Mr. Dallas’ talk, 
Jay Ream of the Mutual Benefit sug- 
gested that it is advisable to go after 


college graduates for agency department 
material, but that if this is done, it must 
be done early in the vear, about January 
or February. He said that by April all 
of the graduating class have something 
te in line. R. R. Lee of the South- 
ern Life said that an agency man is 


NASHVILLE MAN FIRST 
AGENT TO BREAK 


ETTING out to establish a new 
S sales mark for the Massachusetts 
Mutual Life, Frank M. See, general 
agent for the company at Nashville, 
fenn., and president of the Tennessee 
Life Underwriters Association, found 
a new world’s record for completed 
policies within his grasp and _ conse- 
quently established a mark far beyond 
the existing record by selling 318 policies 
over the 30-day period in October 
Mr. See’s new record is unique in that 


he is the first to establish a_ record 
while carrying on duties of managing 
a general agency During the 30-day 
period he visited an average of 61 per- 
sons daily and sold 25 percent of them 
policies for an average of 15 daily 
Used Only Straight Sales Talks 
In his drive he refused to use any 
sales talk other than the regular insur- 
ance arguments of good investment. He 





persuaded none to take policies for per- 
sonal friendship or to assist him in mak 


ing the record A total of 107 of the 
applicants were persons that he had 
never before met He made few sec 


ond calls on prospects but in most cases 
prov ed 





ypularity in 
circles is the fact 


National Life & 


See's pr 


\ tribute to Mr 
Nashville insurance 
that 12 members of the 


not necessarily the best fitted for super- 
visory work, as he cannot appreciate all 
of the details that he encounters. Also, 


he cannot ask a general agent or agent 


for more business in one breath, and 
then ask for unpaid “nets” in the next 
These problems must be handled sep- 


arately and the agency man cannot ap- 
ply himself to all of these phases of the 


work, Several others, however, sug- 
gested that the field supervisor should 
have at least a little agency education, 


as it will help him in the field. 
Explained “Intensive Visits” 


t 
) 


rhe second branch of the general sul 





ject, that regarding intensive agency 
visits, was opened by Jay Ream of the 
Mutual Benefit, who gave a forceful 


talk on this recent development in this 
branch of the business. He said that the 
iid type of agency visit, while produc- 
tive of results, is not all that is wanted 
The old agency talk on the pre-approach, 
approach, meeting of objections and 
close, etc., while educational, does not 
have lasting results. He has found 
from such visits very 
said that the work ot 
! necessarily 


any 
catry-over 
weak. Mr. Ream 
the agency supervisor has 

become more intensive and his work 
more personal with the general agents 
and in the field. He said that 
every man is entitled to see an ex- 
perienced man make a and every 
new manager is entitled to see a dem- 
onstration of his work. That opens the 
way for the field supervisor and points 
to the most important part of his work 
Mr. Ream said that it was also essential 
that the supervisor go into the territory 
for a prolonged visit, not 
but as an assistant, to serve the general 
agent in any way possible, for the time 
of his stay. 


agents 
new 


’ 
Sale, 


as an adviser, 


Five Ways to Aid Managers 


are fhive 
supervisor 


said 


Mr 


general 


Ream that there 
ways in which the 
of assistance in the field on these 
intensive The frst ol 
these is in visiting men in outside points 
home town. He said that 


can be 
agency visits 


in their own 


is probably the first request that the 
field supervisor meets on any agency 
visit. Mr. Ream said that this should 
be seized upon as an opportunity, rather 


than an imposition. It gives the super 


visor chance to meet this district man 
ager or agent, on even grounds. That is, 
if he meets the outside agent in the 
general agency meeting, the outside 
na! veing away from home, is bound 


BIG GENERAL 
PRODUCTION RECORD 


purchased policies un 


SOlicite er t boost the record 
The president of the Life & Casualty 
also made application for a policy as a 
tribute to Mr. See's efforts 
Made Excellent Record 
He got into the insurance game y 











accident, having formerly been a prom 
inent lawyer of Charleston, Mo He 
was treasurer of Mississippi county 
Mo., at the outbreak of the war and | 
had served Charleston two terms as 
city attorney and the county as public 
1dministratot He resigned his public 
office to enlist in the service, and came 
to Nashville with his wife in order that 
she might stay with her people while he 
was away While waiting for his call 
to active duty, he tried his hand at sell 


ing life imsurat proved so suc- 
cessful that J. H 1 ge 


for the Massachusetts Mutual, offered 


- ‘ 
omit! neral age 





him a partnership on his return from 
the service He has since been chosen 
is head the ishville I € Under 
writers Ass ition and at the last 
annual meeting was ch te e tl 
affairs of the state orgar tor 

He is at present teacl i 1 class 
insurance salesmanship at the Vande 
bilt University Extension School, and | 
is active in civic organizations in the 


cits 


N 


to picture his local condition as black 
as possible. Also, he is lost in the crowd 
and does not assume his rightful posi- 


tion, Out in his home town, he is inva- 
riably certain to display his home town 
and local conditions in the most rosy 


hues and show himself as a prominent 
citizen in the community. It also cre- 


ates a greater spirit of cooperation and 
good will between the outside men and 
the home office rhe second way in 
which the supervisor can assist the gen- 
eral agent is to help in organizing the 
service work in the agency. Mr. Ream 


said that he has found many agents do- 
ing details which take up halt of their 
day and yet it is work that could easily 
be done by someone hired at very small 


wages. The supervisor can systematize 
office work tor the general agent, al- 
hough never doing it in an advisory 





way, -but rather in a cooperative way. 
He said that the general agent would 
resent the supervisor attempting to tell 
him how to do the work. 

Help in Agency Bullding 


The third way in which he can aid the 
is to help the general agent to 

He can go out with the gen- 
eral agent and make he 
can advise the general agent as to selec- 
tions from those already under consid- 
eration. As a fourth service, the super- 
visor can aid in the training of agents. 
Some companies enlarge on this and of- 
fer a training service under the direction 
of their supervisors, while others do 
nothing at all. Mr. Ream suggested that 
the supervisor should at least talk over 
the training problems with the general 
and assist in the training pro- 
gram. The filth and most questionable 
section was the soliciting with the agent. 


agency 


get men 
selections, or 


agent, 





Mr. Ream said that the majority of the 
companies are against it. He said that 
ile it is not primarily the function of 





the supervisor to go out with the agent 
on solicitations, the supervisor can well 
fford to go along as a matter of train- 
ing for one or two cases. This is im- 
portant for two reasons. It shows the 
manager what his duties are, as many 
nanagers do not assume this part of 
agency training at all, and it also adds 
to the good will of the agent and builds 
the spirit between the agent and the 

me office. Mr. Ream said that the 
me had passed tor the cursory agency 

its on the part of the agency super- 


visor and the intensive visits must now 


be developed 


Gives Union Central Plan 
lerome Clark « the Union Central 
itlined the practice of his company in 





$ nnection, the Union Central only 
recent aving adopted the supervisory 
‘ Mr. Clark said that long agency 
Visits are now made by these supervis- 
s, the agency superintendents merely 
ng brief visits to the larger ofhces. 
The object of these long visits is two- 
fold, to assist the general agent in se- 
ring new material and to train those 
already secured. He said that the visits 
t he agencies differ according to the 
irpose in mind. Where it is to secure 
w material, repeat visits are scheduled, 
so as tt to detain the supervisor long 
nm one territory and yet not break into 
e deal of securing new men. Mr. 
( k said that while this plan is still 
yvoung with the company, it anticipates 
that it will close the gap between the 
went and the home ofhce, and build 
wen moral 
he problems as affecting the Trav- 
ers and others having branch offices, 
vere shown to be somewhat different, as 
the supervisor cannot approach field 
litions in the same way. The branch 
fice makes it impossible to actually 
help the individual agent. The super- 
visor’s duty with the branch office com- 
’ s largely along the lines of broad- 
ening the manager’s perspective. 
Report of Field Trips 
lhe discussion on “report of field trips 
to executives” brought up one of the 
st recent and most important ques- 
tions in the agency department, accord- 
g to several of the agency men. It 
(CONTINUED ON PAGE 18) 
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Producing 


General Agents | 
Wanted 





Michigan 
Virginia 
Kentucky 


Washington 
Oregon 


Idaho 


Unusual opportunities and attractive contracts to 


men who are good PERSONAL PRODUCERS 
and who have ability to ORGANIZE an agency. 


Must have details regarding insurance experi- 
ence, production in each of last three years, and 
particular territory desired, in first letter. 


For booklet ‘‘Why the Minnesota Mutual” write 


O. J. LACY | 


2nd Vice-President—in Charge of Agencies 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL MINNESOTA 
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On General Agencies 


offices in 
And 


branch 
positions. 


Some companies establish 
various cities with salaried 
excellent results are obtained. 


But the Atlantic Life believes in the General 
\gency system, where men work and build 
for themselves as well as for their company. 
It is looking for men who can build first-class 
General Agencies doing a big volume of busi- 


ness every year. To such men opportunities 
are unlimited. 

The Atlantic Life is 24 years old, soundly 
established, and operating under most able 


management. Every possible aid and encour- 


agement is given to our men. We want gen- 
eral agents of character in Alabama, Ken- 
tucky, Georgia, \West Virginia, Michigan and 
Texas. 


Atlantic Life Insurance Company 
Richmond, Virginia 


W.H. DALLAS 
Superintendent of Agents 


EDMUND STRUDWICK 
President 
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HISTORY OF = MOVEMENT 


TELLS EARLY BRITISH WORK 


President Arthur B. Wood of the Ac- 
tuarial Society of America Gives 
Interesting Talk 


The address of Arthur B. Wood, pres- 
ident of the Actuarial Society of Amer- 
ica, given before the joint meeting of 
that organization and the American In- 
stitute of Actuaries at French Lick, Ind., 
last week, was largely devoted to a his- 
tory of the Actuarial Societies of Britain 
and America. Mr. Wood pointed out 
that this occasion, the first joint meet- 
ing of the two American actuarial 
cieties brought a new departure in the 
history of these two societies and war- 
ranted a backward look over the his- 
tory of the parent organizations across 
the water. 


So- 


Parent Actuarial Society 


Institute of 
rightly 


Mr. 


Actuaries of 


Wood said that the 
Great Britain is 





ARTHUR B. WOOD 


termed the parent actuarial society. It 
was established in 1848 and grew out of 
a managers’ association which had ex- 
isted in Scotland for sometime. These 
managers had felt the need of getting 
together from time to time and dis- 
cussing matters affecting their common 
interests. They sought to enlarge their 
group to include the London representa- 


tives, and the idea spread to the actu- 
aries in London. Shortly after the 
formation of the institute, those who 


had objected to the organization along 
strictly scientific lines, banded together 
into an organization called the Actu- 
aries’ Club. This was for personal pur 
poses only. In 1884, however, the two 
organizations merged. 


Schism Divided Actuaries 


In 1853, when the institute was five 
vears old, differences arose between the 
English and Scotch members, with the 
result that the Scotch members left the 
institute in 1856 and formed the Faculty 
of Actuaries in Scotland. This organ 
ization did not approve of the reading 
ot formal papers at the meetings, teel 
ing that this discouraged the younger 
members. In consequence of this view, 
felt by the founders of the faculty, the 
Actuarial Society of Edinburgh was es 
tablished in 1859 by the members 
of the faculty Its purpose was to as 
sist students and junior members in the 
discussion and publication of papers. In 
1901 the Actuarial Society of Edinburgh 
merged with the Faculty, which was in 
corporated in 1868. Although the Fac 


senior 


ulty of Actuaries and the Institute of 
Great Britain were founded because of 
disagreement, the breach between the 
two has long since been healed and the 


two societies are working in harmony. 
In America, the Actuarial Society of 
America, the senior society in this coun 


try, was formed in 1889. Prior to that 
the actuaries on this continent had lived 
practically to themselves, their only ac- 
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HITTING SWIFT STRIDE 


AGENCY MAKES GREAT RECORD 


Hart & Eubank, New York General 
Agents for Aetna, Only Two Months 
in Field, Write $9,801,327 Ordinary 


NEW YORK, Nov. 12.—Hart & Eu- 
bank, general agents of the Aetna ee, 
report that the agency wrote $9,801,; 
of ordinary business in October in aé- 
dition to $5,651,000 of group business. 
This is the largest volume ever written 
in a single month by a New York office 


of the Aetna and was particularly no- 
ticeable because it is only the second 
month that Hart & Eubank have been 


general agents for the company in New 
York. In significance a great deal of 
credit is given by Hart & Eubank to the 
two big announcements of the Aetna, 
the free-of-medical plan, by which the 
company will consider, without exami- 
nation, applications up to $10,000 on 
policyholders not carrying the com- 
pany’s limit, who have been examined by 
the Aetna within two years, and the 
new half-premium whole life policy. 
The agency set out at the beginning of 
the month to smash all previous records 
for volume of business produced, 
expression of their appreciation for their 
appointment as general agents. Nothing 
was said to the company, but the agents 
and brokers were taken into confidence 
and gave their hearty cooperation. 
When the results of the month were de- 
termined, a telegram was sent to Presi- 
dent Morgan B. Brainard telling what 
the agency had attempted to do during 
the month, and presenting the October 
production to the company as a gesture 
of thanks from the new general agents 


Public Life Shessbonr Dismissed 


as an 


Judge Foell in the superior court in 
Chicago Thursday dismissed the tem- 
porary receiver appointed for the Pub- 


lic Lite of Chicago recently upon motion 


of a group of stockholders headed by 
the officers who had been superseded 
by others. The controversy over the 
company has been before the court for 
months. The court ordered that the 
company be returned to the board oi 
directors, headed by Alfred Clover, 
founder of the company and chairman 
of the board. Associated with him in 


the management under the new arrange- 


ment are Harry G. Austin, president: 
T. J. Houston, vice-president; C. W. 
Kuhn, secretary-treasurer. 


tuarial connections being with the Brit- 
ish organizations. The Actuarial So- 
ciety took in Canadian as well as Amer- 
ican companies. About 13 years ago, a 
movement arose, chiefly among the ac- 
tuaries of the companies in the west, 
middle-west and south, for the establish- 
ment of a new society. Thus, the Amer 

ican Institute of Actuaries was ioral 
in Chicago in 1909. There was no tri 


tion between the two organizations, 
however, as several actuaries were mem 
bers of both, and among the founders 
of the American Institute were several 
society members. 

Mr. Wood said that a review of the 
actuarial societies on this continent 


would be incomplete without reference 


to the Casualty Actuarial Society which 
was founded in 1914 under the name oi 
the Casualty Actuarial & Statistical So 
ciety of America. rhe present name 
was adopted in 1921 Mr. Wood said 
that a study of the origin and history 


the several actuarial societies shows tha 
their primary object has been largely 
educational. If this were not the ob 


ject originally, it has become so as the 
result of a natural process of develop- 
ment. He said that the societies had 
acted as the medium through which 
much valuable cooperation work has 
been carried out by the companies. He 
cited this joint meeting of the two 
American societies as one of the most 


forward steps in this connection. 
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EXPERIENCE IS GIVEN 

NON-MEDICAL RISK DISCUSSED 

Canadian ae at Actuarial 
Meeting at French Lick 


Last Week 
Considerable attention was given to 
the subject of life insurance without 


medical examination at the joint meet- 
ing of the Actuarial Society of America 
in the American Institute of Actuaries 
at French Lick, Ind., last week. The 
experience of the Canadian companies 
was enlarged upon by several Canadian 
actuaries and the discussion centered 
largely around the practice in Canada. 
V. R. Smith of the Confederation Life 
ot Canada stated that the Canadian 
companies began this class of business 
in 1921, primarily because of the diffi- 
culties of having examinations made. 
There have been more or less demands 
irom the field for non-medical policies 
with a result that in 1921, five companies 
issued business on this basis. Today 
three are 17 or 158 companies in Canada 
that are writing non-medical business 


Fears Quickly Overcome 


At first it was feared that there would 


be more or less hostility on the part 
of the field men and the examiners 
[he Canadian experience has proved 


both fears groundless, however, and the 
proportion of non-examined business has 
continually increased. It was also feared 
at first that the elimination of medical 
examination might result in higher mor 
tality. One check on the question is 
the extent to which men apply coinci- 
dentally to several companies issuing 
contracts without an examination \ 
special bureau reports all such cases 
and thev have been found to be rare 
There are many restrictions about the 
writing of this business, so that the 
hazard is not as great as would appear 
irom the name ot the policy. In all 
cases the amounts and the ages at issue 
are restricted. The agent is required to 
ask virtually all of the questions of the 
medical examiner By impressing on 


the agent the importance of his trust, 
the Canadian companies have experi- 
enced little difficulty. The practice has 
been liberalized so that in many cases, 


women are written on this basis as well 
as men. In some cases a lien is placed 
on the policy for five vears 

Mr. Smith said that the mortality re 
sults have been very satistactory, the 
non-examined business showing an even 
better mortality ratio than the examined 
during the period 1921-1923. 
The mortality statistics available show 
that in 1923 the mortality had varied 
tor several companies from 90 percent 
ot the Canadian men selected table 
to 26 percent of this table. At present 
the Canadian companies have about 
$150,000,000 of business in force, and 
are doing about $12,500,000 monthly. 
In 1921, one company issued without 
medical examination 37 percent by num- 
ber and 19 percent by amount of its 
total Canadian business. In 1922 these 
respective percentages were 62 by num- 
ber and 39 by amount. In 1923, it had 
increased to 67 percent by number and 
45 percent by amount 

| G. Parker supplemented = Mr. 
Smith's remarks by pointing out that 
the general practice of this business is 
very similar to that with medically ex- 
imined business, except that the agent 
is given the responsibility of filling in 
the questionnaire. To those questions 
to which ordinarily an applicant sub- 
scribes are added questions in detail 
concerning rheumatism and _ pleurisy 
Mr. Parker also pointed out that the 
forces in Canada, on account of 


husiness 


gency 

he comparatively small sizes of the 

companies were in very close contact 

with the officials of the company and 
it the companies were thus able to 


mmpress upon the men the responsibility 


the transaction of this business 


HAYES IS SUPERVISOR 


TAKES DETROIT LIFE POST 


Will Be Inheritance Tax- Adviser and 
Instructor in School That Com- 
pany Will Open 





DETROIT, MICH., Nov. 12.—In 
connection with plans for the operation 
of a business bureau devoted to the de- 
velopment of tax problems as related 
to life insurance and for the establish- 
ment of a school of life insurance sales- 
manship which will be opened within a 
short time, President M. E. O’Brien of 
the Detroit Life has announced the ap- 
pointment of Frank M. Hayes as agency 
supervisor. Mr. Hayes comes from the 
Michigan Mutual, where he has been 
general agent for Detroit. His earliest 
experience in the-business was with the 
Merchants Life, after which he became 
connected with the Phoenix Mutual 
Life 

Mr. Hayes has 
ated with business 
particularly with respect to 
tax and corporation problems He will 
continue this contact work in Detroit 
and in addition will give personal atten- 
tion to agents of the company in De- 
troit and Wayne county. Later on Mr 
Hayes will be one of the principal in- 
structors of the faculty of the life insur- 
ance salesmanship school for which the 
Detroit Life is now completing plans. 


Active in Association Affairs 


been closely associ- 
interests in Detroit, 
inheritance 


During the past vear Mr. Hayes was 
secretary of the Life Underwriters Asso- 
ciation of Detroit and was especially ac 
arrangements for the 


tive in furthering 
cooperative advertising campaign now 
being carried on by the association 


With Milton L. Woodward, then presi 
dent of the organization, he brought 
about the joint efforts ot the Underwrit 
ers and the Managers Association which 
made possible the collection of sufficient 
funds to defray the cost of the adver- 
tising. 

According to Mr. O’Brien the appoint 
ment of Mr. Hayes is directly in line 
with an extensive program of construc- 
tive activity which is planned for the 
immediate future. Thus far in 1924 the 
Detroit Life has a record of $14,500,000 
of new business and expects to close the 
vear with a total of $50,000,000 in force 


NOTABLE RECORD OF SERVICE 


Robert W. Huntington, President of 
Connecticut General, Completes 35 
Years With That Company 


Robert W. Huntington, president of 
the Connecticut General Life, will com 
plete 35 vears service this month. He 
entered the employ of the Connecticut 
General in 1889 when it occupied four 
small rogms on the fourth floor of the 
Connecticut Mutual building There 
were about eight emplovees and $8,000,- 
000 in insurance in force at that time 

Mr. Huntington's first job included a 
little of everything—runnine’ errands, 
copying letters. taking care of the vault 

but with it all he saw the opportunity 
in the study of the science of the busi- 
and became the company’s first 
actuarv in 1893. On the retirement of 
Mr. Hudson, the secretary, in 1899, Mr. 
Huntington succeeded him and was 
elected president—the youngest life in- 
surance president in the United States 


ness 


—upon the death of T. W. Russell in 
1901, 
Mr. Huntington was graduated trom 


Yale in 1889 and immediately entered 
the employ of the company. He mar- 
ried Miss Constance Alton Willard, of 
Lexington, Mass., on May 5, 1906. He 
has been president of the Insurance In- 
stitute of Hartford and the Dime Sav- 
ing Bank, a trustee of the Watkinson 
Farm school and a member of the alum- 
ni advisory board of Yale university 
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This is No. 12 of a series of advertisements appearing in The National 
Underwriter. Watch for succeeding ones setting forth Michigan Mu- 
tual opportunities. 























Michigan Mutual Life Building 


hat Is Service? 


Is it not the performance of labor for the benefit of another? 
You get service and you give it. It is what makes the world 
worth while. Without it we wouldn’t amount to much. 





But there are all kinds of service, good, bad and indifferent. 
Mark this well. The kind of service that you get oftimes 
governs the service that you render. If your company gives 
you good service, it is reflected in your contracts with your 
clients. Likewise if the service is poor your clients are apt 
to feel the effects of it. 

For 57 years the Michigan Mutual has given service of the 


highest type. It has been above reproach. It has truly been a 
performance of labor for the benefit of others 


Michigan Mutual Life Ins. Co. 


J. J. MOONEY, President A. F. MOORE, Secretary 
GEO. B. McGILL, Supt. of Agencies 


Madison Ave. at John R. Street, Detroit 




















The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 
of California 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its wonder- 
ful selling features. If you are interested, write for copy of 
“Making Dreams of Your Children’s Future Come True,” and 
our attractive proposition to agents. 


E. L. BLACK, State Manager 


Southwestern t P, O. Box 299, 
401-2 Mercantile Bank Bidg. Newport, Arkansas 
Dallas, Texas 


W. H. SAVAGE, Vice President 
Los Angeles, California 
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sales talks. 


Penn Mutual Conventions _ | 


At our Eastern Regional Convention in September there 
were twenty-four Field speakers, and only five Home Office. 
They touched almost every phase of 
gathering, income plans, mail plans, approach, closing, in- 
heritance tax coverage, etc. Star salesmen gave their standard 
In brief, there was a comprehensive and intensive 
survey of salesmanship. 


This form of Convention is but one evidence of the modern 
— - instructional co-operation between our Home Office 
an ie 


We have places for men and women who believe that con- 
— life insurance education is as necessary as constant in- 
ustry. 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 


salesmanship,—prospect- 














Tt GLOB 


OF CHICAGO, ILL. | 


PROGRESS OF THE GLOBE 


Results for 1923 


GAIN IN INSURANCE IN FORCE............... 83 per cent 
| GAIN IN INTEREST 
GAIN IN INCOME .... 
GAIN IN ASSETS 


This is away above the average of all Life Insurance Companies in the 
United States combined. It is a record we are very proud o and it shows 
how our policyholders appreciate the great service The Globe orees. 


| CLAIMS PAID BY RADIO--TELEGRAPH--SPECIAL DELIVERY 


MUTUAL LIFE 
INSURANCE COMPANY 


.31 per cent 
26 per cent 
..23 per cent 
41 per cent 








| T. E. BARRY, President, General Manager and Founder 














| T= Company with the personal contract offers ex- 

cellent openings to clear-thinking, red-blooded 
agents who like to cooperate with the home office and 
who will in turn be given every possible aid in their 








KANSAS 





development. | 
Write or wire for further information | 
SAN JACINTO LIFE INS. CO. | 
Beaumont, Texas 
H. M. HARGROVE, President | 

INDIANA OHIO ILLINOIS IOWA MICHIGAN 


"LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 


KENTUCKY MISSOURI 


NEBRASKA 
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A text book for beginners, @ review book for experienced men, 
A. Jackson's 
1362 


have— Jacob 


National Underwriter 


“Easy Lessons in Life Insurance." 
Chicag 


$1 60 


Insurance Exchange 


&@ book that every life insurance man should 
ingduding Quiz Book supplement 


The 








INTERESTING FIGURES — 
ON AGENCY RESULTS 





Statistics Show Tremendous Turn- 
over in the Appointment of 
Soliciting Agents 


MANY PART TIMERS USED 


Some Companies Have Been Hard Hit 
by Economic Conditions in the 
Agricultural States 





At one of the sessions of the Associa- 
tion of Life Agency Officers in Chicago 
this week, interesting statistics 
were given by agency managers of cer- 
tain The newspapers how- 
ever not to mention the 
One of the 


some 


companies. 

asked 
names of the 
large eastern companies stated that it 
had under contract last year, 8,056 
agents. Of these 25 percent were part 
time men. The average new business 
per agent was $82,000. It employed last 
year, 3,981 new agents. It terminated 
3,058. Of these 1,830 were full time and 
1,228 part time men. Of this number 
terminated 2,558 had been two years or 
less with the company. Of these 1,474 
were whole time, and 1,084 part time 
men. Of these 500 that had been with 
the company over two years and were 
terminated, the whole time men were 


299 
I00, 


were 
companies. 


Avoids Rigid Rules 


This company avoids any rigid home 
office rules to be followed by its manag- 
ers for getting men and handling them. 
It believes that its managers are better 
acquainted with local conditions than 
the men. Asa rule, however, 70 percent 
of the men under contract must produce 
some business every month. He said 
that sometimes some offices go as high 
as 90 percent. The home office watches 


these percentage figures. It helps the 
manager to have this rule. It shows 
him that there are some that are non- 


producing, or that are not producing as 
they should. They handicap his progress 
and therefore the manager spurs them 
on. A monthly report is received from 
every branch office, giving details as to 
production. 

Where 


This agency 


New Agents Come From 


said that 43.8 
percent of the recruits in the agency 
field of his company come from old 
agents, 1.2 percent from old policyhold- 
ers, 1.9 percent from medical examiners, 
1.9 percent from advertising, .6 percent 
from 


manager 


from circulars, 28.4 percent per- 
sonal solicitation. New business from 
new agents in this company last year 


amounted to $103,000,000. The business 
of no new agent counts until he has pro- 
duced at least five applications amount- 
ing to $10,000 paid tor business. This 
company has 125 branch offices and 68 
salaried organizers, who help the branch 
managers. This agency manager said 
that no attempt is made from the home 


office to get new men direct. It does, 
however, keep in touch with the man- 
agers and uses every possible means to 


get them and the agents to secure new 
men 
Canadian Manager Speaks 
[The agency manager of one of the 


Canadian companies said that it oper- 
ated on the branch office system entirely. 
It requires monthly reports as to what 
the agents are doing. He said that the 
company has few part time men. The 
conditions in some sections in which it 
operates forces it to put on part time 
men. It has 791 agents under contract. 
It put on 340 new men last year and 
terminated 375 contracts. This agency 
director said that the company is cut- 
ting down on non-producers and part 
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does not give quotas for 
amount of new business 
Last year the com- 
agents $5,000,- 


time men. It 
any specified 
as to its new agents. 
pany received from new 


000. This year the amount will be 
$8,000,000. He said that his company 
had had little success in getting new 
agents from advertising. The majority 


from old agent 
solicitation of 


$s or 


the 


recruits come 
personal 


of the 

through 

managers. 
Appeals to Its Agents 


He said that the company makes an 
appeal to agents to help it in getting 
new men. Formerly it gave bonuses to 
its men for getting recruits but it has 
discontinued this practice. He said that 
the men owing to pride are glad to help 
the company in this direction. He said 
that his company discouraged managers 
from writing personal business. It has 
22 divisional offices and last year the 
managers personally produced not over 
$300,000. In the opinion of this com- 
pany, the manager should devote his en- 
tire time and energy to the securing and 
training of men. He should canvass the 
field for agency material, the same as 
the agents do for life insurance pros- 
pects. He should be on the lookout for 
material at all times. He said that his 
company desired its managers to devote 
more time to the training of new agents. 
Large Company Experience 


Another of the large eastern compa- 
nies gave its experience. It has 8,500 
men under contract. Of these 4,000 are 
whole time and 4,500 part time. Last 
year it employed 4,500 new men, 2,300 
being whole time and 2,200 part time. It 
secured 50 percent of these through its 
old agents, and 30 percent through the 
solicitation of the managers or general 
The new agents produced $118,- 


agents. 

000,000. The company requires that 
from 15 to 18 percent of the new busi- 
ness written come from new men. It 
terminated 4,875 contracts in 1923. The 


agent he said must produce at least 10 
cases a year, or his contract is canceled. 
Through this rule a large amount of 
business was lost, but the officers find 
that the company was more than com- 
pensated by the greater effort all along 
terminated, 


the line. Of the number 
2,094 were whole time and 2,700 part 
time. 
Object Lesson Is Used 
This company puts the securing of 


new agents up to the managers primar- 
ily. However, the agency organization 
at the head office helped in every pos- 
sible way. New men are intervie wed by 
home office people. This is done more 
as am object lesson for demonstration 
to the managers. The home office orig- 
inates and gathers together material for 
the managers. 
Presents the Business to New Men 


This is a standardized presentation of 
life insurance and the company for their 
use in securing new men. It is an 
agents’ manual, so to speak. It presents 
the business as a whole and the com- 
pany in particular. It shows what the 
business and what the company have to 
offer. It is used as a guide. This agency 
manager said that the company wants 
the wives of the prospective new agents 
to read this over and digest it because 
the wife’s cooperation amounts to much. 
The company should tell frankly what 
it will do for a man. The agent has a 
right to know it. This company lays 
much emphasis on training. The agency 
manager said that its policy had proved 
a success. Since 1920 the average in- 
crease of new business per agent has 
been $10,000 a vear. He said that the 
methods of training are left to the man- 
ager. The material and suggestions are 


given by the home office 


Effects of Depression 


An agency manager of one of the com 


panies in the northwest was very frank 
ir his statement, and showed the ettects 
of the financial strain in that territory 
It has 600 men under contract. Of these 
125 are whole time and 475 part time 
Last vear it employed 250 new agents. 
Of these 50 were whole time and 200 
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part time. He said that 22 percent came 
trom old agents and 5 percent from pol- 
icvholders. In this connection the com- 
pal y gets out a quarterly for policyhold- 


ers which it features a field man eacl 
month It asks the policyholders to 
help get new agents for the held men 
Tw percent of the new agents came 


from medical examiners, 20 percent trom 


ertising and circulars. It out a 


gets 


spe il booklet that the general agents 
se in securing new men which has 
prove l very effective It secured 3 per- 
cent from personal solicitation of man 
gers and home office staff 
Business From New Men 

[This agency manager said that 52 per- 

cent of the company’s new business last 


year came from the new men appointed 


[The agency organization and the pro- 
duction have been severely hit in these 
agricultural states li some sections, 


the agents found it almost impossible 


to do anything. Companies have had a 
most strenuous time in trying to hold 
their organization together He said 
that every general agent was urged to 
increase his business each year 20 per 
cent Last year this company termi 
nated 200 contracts 
More EXxxperience Is Given 

Another agency manager whose com 
pal s entirely on the general agency 
system said that it had 4,784 licensed 
agents. Last year it put on 342 whole 
ime and 722 part time men Its new 
agents produced $14,000,000 new busi- 
ness, which was 10 percent of the en- 
tire amount. It terminated 420 contracts 
last year It has 58 general agencies 


This company has assistant in the 
field who helps general agents in adjust- 
ing internal administrative prob- 
lems. He visits the offices, makes a sur- 
of the situation and then makes sug- 
this way the company is 
ave all its general 
more on a umtorm 
internal affairs are concerned 


one 


their 


vey 
gestions. In 


to | agents 


Striving 


operate basis so far 
is their 


Three Types of Contract 
Another agency whose 
much in 


man company 


} rehabilitating its or 


nas done 


ganization and putting on a lot of steam 
said that until May last year no drive 
had ever been made tor new business 
or no allotment given It has 78 gen- 
eral agents This company has three 
contracts: Whole time, part time and 
brokerage He said that the home office 


is studying the results from each class 
It will cut out the non-producers. He 
said that it is highly necessary to give 
more time 2nd money to the training of 


CAN DIVIDENDS BE TAXED? 


Question Raised by Former Revenue 
Agent Now Before Mississippi 
Supreme Court 


Whether or not dividends on partici 
pating lite insurance policies are liable 
for taxation is expected to be decided 
by the Mississippi supreme court with- 
in the next week or two. 

\ hearing will be given en banc in 
the supreme court this week in the case 
of former State Revenue Agent Stokes 
V. Robertson vs. New York Life, in 
which the former revenue agent seeks to 
make the participating dividends liable 
for taxation The plaintiff alleges in 
his bill of complaint that the partici- 


pating dividend is in reality a surplus 
over the actual amount of the premium 


necessary to maintain the policy, or is 


in substance an excess premium, and 
that when it is credited back in pay 
ment of a premium it becomes liable 
to the privilege tax exactly as any other 
premium 

[The companies, on the other hand 
claim that such dividends represent the 
original earnings of the premium paid 
hich have already been taxed, and can 
not be retaxed 

Much interest is being manifested in 
the outcome of the case as it will af 
fect participating policies all over the 


LIFE 


AWAIT NEXT STEP IN 
CONTEST OVER POLICY 


Companies Show no Intention of 
Withdrawing Half-Rate 
Form 


AGENTS GATHER EVIDENCE 


Effect to Show That Policy Issued by 


Prudential and Aetna Is Used 


Unethically 


YORK, 
speculation ; t vhat 
will be in the movement on the 


New York Life Underwriters 


NEW 


part ot the 


Association to obtain the withdrawa 
the Aetna Life and the Prude ] 
their half premium or ilf rate for five 
year policies Following the resoluti 


of the agents requesting withdra 


the policies both companies issued stat 
ments stating their position and giving 
no sign that they intend t vithdraw 
Both claim that the policy is ethically 
ind actuarially sound and that there is 
a real demand for it on the part of the 
public The vi expressed | the 
Prudential is that t meets the Sane 
need as the convert e ter poli 
without having the disadvantages « 
term insurance 

President Duffield « the Prudential 
denies that the polic was issued for 
competitive purposes and said that he 
understood that a number of companies 
were planning to issue the p vy and 
that their efforts in the field would be 
welcome 

Chere is a good deal of guessing as 


to what the agents will do in case tl 

companies hold to their determination 
to keep these policies on the irket 
Members of the committee are refusing 
to give out any statement but it ts well 
known that evidence is being collected 
to show that the policies are being used 
in an unethical wav to twist business 
It is undoubtedly the hope of the agents 
to convince the companies that the view 
point of the association is correct and 


that the policies will he wi 


LV 
without anv calling of names or an 

ill feeling at all Right at present littl 
is being done about it The executive 


York Associati 


this week but it 


committee of the 
will meet Thursday of 
is not likely that any 
be taken at time The collection ot 
evidence will probably continut Che 
two companies will be given ample time 


matter 


} 
that 


to consider the 


It is perhaps significant that witl 
a month the Life Presidents’ Associa 
tion and the Insurance Commissioners’ 
Convention will meet almost simultane 
ously in this city If the matter is not 


settled by that time it is hardly possible 


that the movement can escape the notice 
of these two bodies What the result 
will be can only be guessed at 
The situation recalls the introductiot 
of the Metropolitan $5,000 special a 
number of vears ago At that time the 
New York Association took up th 
cudgel and fought a bitter fight and 
convinced the insurance department tl 
the rate for Metropolitan special was 
not sufficie nt and forced that 4 INT any 
to increase its premium rates 
There are many todav who claim that 
he and pont , 


the Metropolitan was righ 
the 
special to show 
by that company could have 
tained. While evervthing is for a peace 
ful settlement now there is no doubt 
that the agents are determined to effect 
the withdrawal of these policies and are 
comparing surpluses of the various com 
panies involved as a basis tor a 
Such a development would be of tre 
mendous harm to the insurance business 
and of course the companies might not 
enter as willingly as of tl 

agents might expect 


dividends being paid on the $5 


that the rate estimate 


heen mait 


fight 


into it some 
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HE life insurance agent who 
wishes to obtain the representa- 
tion of a reliable and pre-eminently 


honest 
City 
needs. 


company 
Life admirably 
The Gem City will equip its 


find The Gem 
suited to his 


will 


agents to write all forms of personal 
protection and in one good strong 


company. 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE 


A. Morrissetr, Vice-Pres. 


{ I. 
DAYTON, 


COMPANY 


OnI10 














Life Suswauce 





Price $1.00 for 1 
.90 in lots of 25 
.80 in lots of 50 
.65 in lots of 100 


In lots of 25 or more, y 


urn 


E. L. KAUFMAN 


Room 700, Austin Bldg. 
111 W. Jackson Blvd. 


Chicago, Ill. 
Telephone Wabash 3933 


ume will be pris 


~ 


or Xmas. 


Give Life Insurance Record Books 
Here is a book that is of practical 
use to your client and as such will 
be appreciated and used 


The Life Insurance Record book is 
designed to fill a long-felt need—a 
place where a man can keep a com- 
plete record of his insurance. The 
book provides and keeps a record 
of the following: 


Premium and due dates 
Net cost, year by year 
Emergency Cash or Loan Values 


It gives you an opportunity to audit 
his insurance and get the benefit 
thus obtained. The Record book is 
of convenient it fits the pigeon 
hole of your client’s desk—it will be 
in constant use and your name will 
be before him the year ‘round 


size 


I would like to examine a Life Insurance 
If | am not com- 


Record Book. I enclose $1.08. 


pletely satisfied I will return the Book and 


| 
my money will be cheerfully refunded. 
Name 


ted on fly leaf without extra charge. 
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LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


TEXAS 
J. C. EVERETT, Manager 


317 Wilson Building Dallas, Texas 


ARKANSAS 
J. E. LEEPER, State Manager 


P. O. Box 1077 Little Rock, Arkansas 


ol 


We may have just what you are looking 
for. Why not get in touch with us? 

















A Wall of Protection 


What we desire our agents to see, the vision we want them to get, 
is that when they place a policy they are building a wall of pro- 
tection about some home in their community. We want them to 
realize that it rests with them to make this wall just as high and 
as strong as it is possible for their earnest convictions to make it. 
A “Wall of Protection” built of Ohio National policies, which in- 
cludes Disability (2 forms), Double Indemnity, Non-Cancellable, 
Accident and Health, three forms of Juvenile Half Rate, Whole 
Life and Monthly Premium Policies, we believe is a wall that will 
firmly meet the assault of the enemy. 


We have several good opportunities for General Agents and District 
Agents in:— 
Ohio—Pennsylvania—M ichigan—Iowa—Nebraska—West 
Virginia—Texas—Tennessee—Kentucky—Arkansas and 
New Jersey. 


for men who can prove their ability. 


For information write (in confidence if you desire) 


The Ohio National Life 


Insurance Company 


T. W. APPLEBY, President 
W. F. MACALLISTER, Agency Manager 

















INCONTESTABLE CLAUSE INTERPRETED 
BY THE ILLINOIS SUPREME COURT 








NOTHER case involving the in- 
A contestable clause in a hie policy 

has been decided by the Illinois 
Supreme Court. The decision in ques- 
tion holds that notice of rescission is 
not a contest within the meaning of the 
incontestable clause in the policy. 

In Powell vs. Mutual Life, supreme 
court of Illinois, 144 N. E. 825, the 
company issued four policies to Alfred 
E. Powell. One for $3,000, April 28, 
1919; one for $3,000, May 13, 1919; one 
for $5,000 and one for $4,000 issued Oct. 
27, 1919. Each of these policies con- 
tained the following clause: 

“This policy shall be incontestable 
after two years from its date of issue 
except for nonpayment of premiums.” 

The insured died on Oct. 26, 1921, 
and suit was started on the policies by 
the beneficiaries on Feb. 21, 1922. In 
defense to this action the company set 
up that on Dec. 2, 1920, it had discov- 
ered that the insured had made false 
and fraudulent answers in the applica- 
tions, and that it (the company) had 
immediately served notice in writing 
that the policies had been canceled, and 
the premiums had been tendered back, 
with interest. 


Question Ix Stated 


The beneficiaries demurred to these 
pleas and the trial court sustained the 
demurrers. The company elected to 
stand by its pleas, and judgment was 
rendered in favor of the beneficiaries, 
which was affirmed in the appellate 
court. Appeal was then taken to the 
Illinois Supreme Court, where the ques- 
tion was squarely raised, as to whether 
the notice of rescission and tender back 
ot premiums by the company consti- 
tuted a contest within the meaning oi 
the incontestable clause of the policies. 

Point at Issue 


Under this issue the company con- 
tended that when it rescinded the poli- 
cies within the two year period noted in 
the incontestable clause, it had contested 
the policies within the meaning of that 
clause, and that it had the right to make 
that detense against payment of the 
policies. The beneficiaries took the posi- 
tion that the incontestable clause re- 
quired the company to contest the policy 
within two vears of its date, by an 
action or detense in court, and since 
this was not done the attempted rescis- 
sion was of no avail. In passing upon 
this question the court, with Justice Far 
mer dissenting, said: 


Notice of Resciasion Not Contest 


“By the great weight of authority in 
this country, to contest a policy for 
fraud it is essential that the insurer pro- 
ceed by way of defense, to a suit brought 
upon the policy or by independent action 
to cancel the same, and that notice ot 
rescission, with tendering back prem 
ums and interest, is not a contest within 
the meaning oi the clause. * * * 

‘Mere notice of rescission tor traud 
settles nothing. Actual rescission is per- 
mitted tor traud without the consent ot 
the other party to a contract where such 
fraud is shown, but the right to rescind 
does not exist unless such ftraud is 
proven Charging fraud and serving 
notice of rescission cannot, of itself, be 
a rescission for fraud It still remains 
to be proven whether or not fraud in 
tact exists. 


Raises Ixsue of Fact 


“By notice of rescission for fraud the 
insurer raises an issue of fact and 
whether the policy is still good or is 
canceled derends upon the decision of 
that issue. The law recognizes but two 
ways of settling issues of fact. They 
are by stipulation, admission, or agree- 
ment, and by proof adduced before a 
legal body competent to find the fact. 
The nature of the contract requires that 


| an issue of this character be summarily 


settled and that it be not permitted to 


pend throughout the life of the insured 
*_* * 


Judgment Against Insurer Affirmed 


“The plaintiff in error [insurance com- 
pany] not having contested the policies 
in the manner required under the rule 
stated, the trial court did not err in 
sustaining the demurrer of defendants 
in error to the pleas filed, and the ap- 
pellate court did not err in affirming 
such action. The judgment of the cir- 
cuit and the appellate courts are there- 
fore affirmed.” 


DISCUSS HALF-RATE POLICY 


Richmond Association Refers Recom- 
mendation of New York Body to 
Executive Committee 


At the November luncheon-meeting 
of the Richmond, Va. Association, a 
communication from the executive com- 
mittee of the New York City Associa- 
tion suggesting that the Richmond body 
go on record against the issuance of 
half rate policies and requesting com- 
panies issuing them to withdraw them 
from the market was read along with 
the copy of a resolution in which the 
New York Association had already 
voiced its protest against such policies. 
The matter was referred to the executive 
committee of the Richmond Association 
with the suggestion that the commit- 
tee submit a report at the December 
meeting. Before this action was taken, 
C. M. Rankin, in charge of the indus- 
trial office at Richmond of the Pruden 
tial, one of the several companies issuing 
such policies, suggested that the com- 
mittee in looking into the matter also 
give attention to a special policy issued 
by the Metropolitan which he regarded 
as being in practically the same class as 
the half rate policy 

\ communication trom the executive 
committee of the National Association 
asking the Richmond Association to 
voice its disapproval of the writing of 
endowment insurance for colleges in 
cases like that at Princeton in which 
one of the group taking out the insur 
ance for the benefit of the institution 
was permitted to act as agent and re- 
ceive the commission with the under 
standing that it was to be used in con- 
nection with the maintenance of the in- 
surance, likewise went to the executive 
committee. 

C. Goode, chairman of the execu 
tive committee, said that his committee 
was looking into formal charges pre- 
ferred by W. S. Drewry, general agent 
of the Connecticut General, against A 
O. Swink, Virginia manager for the 
Atlantic Life, in connection with the s« 
called Baker-Rover twisting case, and 
hoped to have a report ready by the 
next meeting. 

On motion of S. B. Love, Virginia 
manager for the Mutual Life of New 
York, A. O. Swink, G. W. Diggs and 
N. D. Nills were appointed a special 
committee to communicate with J. W 
Clegg. national president, and endeavor 
to get him to address the December 
meeting of the association 


Gregory Heads Federal Reserve 


Wesley H. Gregory. organizer of the 
Federal Reserve Life of Kansas City, 
Kas., was elected president of the com 
pany at the annual election Nov. 7. M: 
Gregory has been connected with the 
company since its beginning in 1919, 
but has held no position in the official 
roster. He succeeds WV. L. Powne 
Other officers elected were D. H Holt, 
secretary-treasurer; M. G. Vincent of! 
Crawiord county. ~etained as first vice 
president, and D. H. Murphy of Coffey 
ville, elected second vice-president 
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DEBATE COMPENSATION the value which the franchise of an. these conditions? Obviously, the method | pany, but that he was a man with whom 


agent’s contract is to him as a business safest for all concerned is to provide | a contract had been made to send his 
asset. It is further necessary to con- remuneration on a _ high commission | product —his applications — exclusively 


TAKE UP M. A. LINTON’S PAPER sider the proportion of the agency busi- basis. The agency leaders must be com- | to that company for sale, with the op 





ness which comes from the agents, from pensated adequately to insure growth tion on the part of the company of ac- 
the personal production ot the general For this reason, they find it advisable | cepting or rejecting it. From this view- 
French Lick Meeting Devoted Much agent, and trom brokerage. to seek large personal producers as gen- | point, a standardized contract was the 
; : eral agents since the development of proper inducement, and that the element 
Time to Consideration of Should Consider Investment new agents takes so much of the lead- | of bargain and trade should be entirely 
This Matter It was Mr. McClain’s opinion that the er’s time that he himself can accomplish | eliminated, although he granted that 
small amount of capital required by the little. If too much time is devoted to | Some concessions might be in order in 
field men in the life insurance business securing and training agents, the re establishing new general agencies 
FRENCH LICK. IND... Nov. 12.— should be taken into account He said sults are apt to be too costly at the Explains Absence of Questions 
the features of the joint actu that no business offered such large re eginning im spite of the tact that this sey" 
meeting held at the French ck turns on the investment a1 that it was s the ultimate and desirable end Ln “ further comment on his paper and 
Springs last week. was a discussi verv much in order to inquire if it were er these conditions, the general agent @!te! the preceding remarks had been 
aper presented by Vice-President i expect a return on capital out 5! vuld hold out a certain portion of the aa Mr. Linton said that he had orig- 
\. Linton. of the Provident Mutual proportion to that which it earned n gent’s commissions as his own, to com- ally given consideration to the vari- 
nn Clbee heme Cantaatee ther lines of business In a sense e pensate him to a degree for the financial a raised, but that the length 
Linton express¢ 1 his beliet ! c e companies and their gel oss the general agent 1s bound t sul ry <— a hk necessary to cover the sub- 
as arrived for setting up stand l agents might be rewarded as “friend- fet ect tully had made it advisable to cut 
¢ fenet See Guifemes - agar enemies that the companv desired Moir Commends Paper * down and deal with it as he had, at 
{ : compensation for genera aaeiiie wcauire its business at th k west Henry Moir of the United States Life ~ wll ay = oo a ge omis 
gents. With this in viev , nel vossible cost while the latter naturally said he felt that Mr. Linton’s paper was | peo saat 4. a — = the subject, 
comprehensive researc! the , te the ghest ss e retur rit ost valuable and that its purpose was life me lil - _ -* the successtul 
He has found that the , t that there was more or less “tr to be considered suggestive rather that st Mo , ee oy" it was best pol 
complicated as to preclude ex ng ed evel vidua se. dogmati He welcomed it as the first | }%, oo ps is San the prospect and 
studv from whi absolute « Che basic problem was What es a ttempt that had been made to throw me sf vit eng . ch it also good business 
s might be secured, thoug ‘ ompany wish to pay for its business scientific light on the problem. He felt | ;,. ne nt te ’ le Companies to adopt 
eveloped some basic rules trom the _— . . that the entire subject had been ay oo ene and compensation program 
: "hat 3 resents Younger Companies’ Case ee aE a , its general agents and its own ad 
ce ane exper ence ¢ rie OV : ee os a= 7 proached ha Inquiring py n and was vancement While et AAO eek oom , 
Mutual For a numbet ears George Graham ¢ e Central States distinct contribution to lite insurance : é ; . regan 
veneral agents of that compa ve Lite said behalt of the vounger com literature faa - —— or his con 
ced in his hands tigures on the cost inies, that Mr ntons per ased Mr Moir amused thos present sata uld os ; +] " anes — dent that 
ne business a ’ p ae ‘le - | eit ly b stating tl a Mr ton ad tive nN ~ ed al d inet to yt aa a 
WcClain’s Comment 1 re a vear ¢ USI ess I t made any particular comment ; ol time de nite benefits woeld enaus 
unger compames generally ive 1 the “part-time” men, but that it had suc 
he dis« ussion ot Ir Lit ton’s pa cle al wit agencies “ 14 ave et te be en his observ ito that all lite msur©r 
\. P. McClain said that while it tam to that mark Cheir work is de ce solicitors were “part-time” agents Hartford Host to Ad Men 
u be quite satistactor t pt velopment not only of a selling torce to a greater or lesser degree, whicl \ great many insurance men will be 
Linton’s views as a guide it would t of establishing their company with would have some bearing on the cor in Harttord Nov. 17-19, when the New 
be necessary to determine the permussi he publi This involves problems be clusions to be drawn from Mr. Linton’s England Advertising Clubs hold their 
iriation from his gures to serve ad the present experience the older paper Upon this remark, some wag convention under the ausnices of the 
eeds of each compa ompanies. In their advance, they must the audience inquired of those present Hartford» Advertising Club Winslow 
He felt that, in this discussion, the ise their expense on conditions assum i there were any “full time” actuaries Kussell is to talk on “Coordinating 
company should not concern itself w t g no production and no renewals | aiten Cini Chen Sales it a special session just for in 
e relation between the genera agent wav, the vounger companies must de surance met at =the Phoenix Mutual 
iwent, a point which Mr Linton it termine what thev cat itford to lose on | | Rhodes of the Mutual Benefit Lite Tuesday n rning Nov 18 Other 
tempts to cover in his calculations by n agency development, and surround = said that in his opinion it was proper speakers offered during the week include 
assuming the portion of the gross com their appointments with the blueist of to bear continually in mind, in this prob- | Bruce Barton, Roger fabson, Merle 
mission which is passed on to the soli nhessimism. so far as regards possible lem that the general agent was neither Thorp, Dr. Reisner, Edward Filene and 
It is important, too, to consider returns. What is the satest way to meet an employe nor a partner of the com numerous others 


Story of the INTER-SOUTHERN LIFE | 


Selling and Salesmanship 





If you believe these advertisements, and versity of education that lasts from the cradle 
have followed them, then they have probably to the grave. It presents an opportunity that 
i convinced you that salesmanship is the highest may be grasped, nurtured, schooled and put 
‘ : into practical operation at much less expense 
order of science. Executives must be sales- than either the doctor, the lawyer, the dentist, 
men; doctors, dentists, lawyers, bankers and or any other of the learned professions. It 
H candlestickmakers, must be salesmen. It is does not require the capital necessary for the 
the art of rendering a service of any kind, far merchant, the banker, the manufacturer, or 
in excess of the price paid for that service. any other line of commerce and production. 
i There is room for a new army of new salesmen It does require skill, energy, ability and char- 
} in the life insurance endeavor. It is a voca- acter. 
tion; it is a profession; it is a trade; you travel If you have these, write to some good life 
| about; your time is your own; you meet other insurance company today. 
men; life’s vision is broadened. It is a uni- This is our 


STATEMENT OF PROGRESS 


Jan. 1 Assets in Force 





OWNED BY THE COMPANY pet dpa eek Naseer 6,143,069.31 57,901,271.00 
6,873,44 ve 


(ae 10,464,497.66 88,502,568.00 10,391,747.71 
SERS CSapt.) .....cccccece 11,100,000.00 94,500,000.00 10,620,000.00 


( INTER-SOUTHERN LIFE INSURANCE COMPANY 
| Eighteenth Year JAMES R. DUFFIN, President LOUISVILLE, KENTUCKY 
IS A GOOD COMPANY 
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DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 





























THE 
UNITED STATES LIFE 


INSURANCE COMPANY 


In the City of New York 
Organized 1850 Nen-Participating Policies On! 


Over 70 Years of Service to 
Policyholders 


Good territory for personal pro- 
ducers, under direct contract. 


HOME OFFICE 


106-107 Fifth Avenue New York City 











(1) Are you a good personal pro- 
ducer? 

(2) Are you an organizer of men? 

(3) Have you accumulated $25,000 
in assets? 


(4) Are you of the best social 
standing? 

(5) Can you earn $10,000 per year? 

Check up on your record now. See 

if you can land this opportunity at 

Kalamazoo, with one of the dominant 

old line life insurance companies. 


Once you land this position we will go 
the limit to help you. Experts will aid 
in closing business and you will be 
supported by policies having new sell- 
ing features and settlement provi- 
sions not yet issued by any other com- 
pany, and by a low percentage of 
rejections. 

You will receive a contract direct with the 
home office, a liberal first year commission, 
a renewal commission, a collection fee, an 
office allowance and a business-development 
allowance. 

Show us how you measure up! Address 
K-79, care The National Underwriter. 
Note: We also have an unusually attrac- 
tive, special contract for good salesmen 
whose experience is limited. 








HOME LIFE INSURANCE CO 


New York 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 
Premiums received during the 
TD = csccascasauetiesl $ 7,006,058 
to Policyholders 
Beneficiaries in 
Death Claims, Endowments, 
Dividends, etc. 
Increase in Assets 





FOR AGENCY APPLY TO 
Ww. A. R. BRUESL & SONS 
General Managers 
Central and Southern Obie and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat, Bank 


ing 
CINCINNATI, OHIO 
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! BE SHATTERED IN A LARGE CITY 


| 








OBERT A. BROWN, of the John 
R Newton Russell home _ office 

agency of the Pacific Mutual Life, 
last month passed the former world’s 
record for the largest number of life 
applications completed in a_ single 
month, though his record was immed- 
iately passed by another, F. W. Felkel 
of Anderson, S. C., who wrote 320 cases 
in October. 

In October Mr. Brown completed 268 
cases with the first year’s premiums all 
paid in advance. This production ex- 
ceeds by six applications the record pre- 
viously established by Clarence H. 
Smith of Cattaraugus, N. Y. on Oct. 15. 


Achieved in Big City 


The outstanding feature in connec- 
tion with Mr. Brown’s’ remarkable 
achievement is the fact that this is the 
first time since the late Harry Roson 
wrote 157 completed applications &n 
September, 1921, in New York City that 
the record has been broken in a city of 
more than 200,000 population. Obvi- 
is immeasurably easier to es- 
tablish a record in a small community 
owing to the fact that different and yet 
distinct sales methods are employed. 
In a small town having but 4,000 pop- 
ulation it is comparatively easy to 
arouse community pride in such an un- 
dertaking. It is no problem to acquaint 
one’s friends to secure publicity thus 
keeping before the small populace what 
one is attempting to do. In other words, 
the achievement is not purely individual 
and sooner or later becomes a com- 
munity proposition. 

Many Unusual Difficulties 


In a larger city such as Los Angeles, 
having a population of more than 1,000,- 
000 people, the problem of putting over 
such a record is unusual. The difficul- 
ties of seeing prospects are numerous, 
especially 
where it is almost impossible at some 


in the metropolitan districts | 


times during the day to find conven- | 


ient parking space for one’s automobile. 
This is but one of the many difficulties 
that Mr. Brown had to overcome. Yet 
it is interesting to learn how he 
achieved his remarkable results. 

Practically all of Mr. Brown’s appli- 
cations were signed and examined in 
the down town district of Los An- 
geles and in virtually every case medi- 
cal examinations were sent to the ap- 
plicant’s office. It required 10 doctors 
comprising the examining staff of the 
company to handle Mr. Brown’s cases. 
Applications came in on an average of 
ten each day, the lowest number during 
the month being three, the highest 
twenty. 

Moved to Action by Others 


Mr. Brown originally got the idea of 
attempting to establish a new record 
at the time the National Association of 
U nderwriters was in convention during 
July in his city. At that time some of 
the insurance journals came out with 
information to the effect that H. E. 
Scott of Demopolis, Alabama, had ac- 
complished the unique undertaking of 
writing and completing 176 cases, thus 
exceeding the previous record held by 
Mr. Rosen in New York City. The fact 
that Mr. Scott was able to make such 
a splendid showing in a small commun- 
ity aroused Mr. Brown’s interest and he 
resolved to establish a new high mark 
in life insurance underwriting. It: was 
his opinion that it would be proportion- 
ately easier to write a greater number 
of applications in a large city than a 
small town and as a result of this in- 
tention he determined to set the goal 
at 200 completed applications.. It was 
not until September that he finally re- 
solved to go after this record. 
that month R. M. Vandiver of Alabama 
completed 212 applications. As a result 
Mr. Brown raised his quota to 250 ap- 
lications and during the second week of 
September he began to make prepara- 
tions for his drive. Simultaneously the 


home office agency, under John New- 
ton Russell began preparing for its 
annual drive during October. The cam- 
paign was to be called “Appreciation 
Month” and was for the purpose of 
acknowledging the remarkable work 
which the Pacific Mutual and its officers 
had done during its present administra- 
tion. 
Paid Tribute to Officers 


One of the first things which Mr. 
Brown did was to prepare an elaborate 
scroll of genuine parchment, which was 
embellished with the pictures of the 
company’s president, executive vice- 
president, the home office building and a 
copy of the “Big Tree,” which is a sym- 
bol of the company. It is interesting to 
note the phraseology used in the intro- 
duction of this scroll. It is as follows: 

“Mr. George I. Cochran, president, 

“Mr. Lee A. Phillips, executive vice- 
president. 

“As a tribute to you and the Pacific 
Mutual Life Insurance Company we 
deem it an honor to express in this man- 
ner our appreciation for the construc- 
tive work you have done to the upbuild- 
ing of this community.” 

This scroll was about 20 inches by 
30 inches in size and spaces were 
marked off to provide for 250 signatures. 
Having completed this part of the work, 
Mr. Brown on Sept. 16, left the city for 
San Francisco and did not return to 
Los Angeles until Sept. 29. While he 
was away the only work carried on by 
his office was that which his secretary 
did, namely, to address some 400 envel- 
opes to his policyholders and prospects. 
Upon his return to Los Angeles Sept. 
29, Mr. Brown began laying actual 
working plans for his campaign, realiz- 
ing that a tremendous amount of work 
would be involved. He typed during 


| the month three separate form letters, 


business 


a method of acquiring new 


| which he had previously found success- 


ful. 
Ante Frequently Raised 


At that time Dan V. Edmondson of 
Alabama set a new record of 221 com- 
pleted applications, 
mined than ever Mr. 
to secure his allotment of 250. 
work was begun on Wednesday morn- 
ing, Oct. 1, at 8 a. m. He made his 
first call, carrying his scroll with him, 
and explained his campaign in full to his 
prospect. 
he had 10 signed applications and sev- 
eral promises. At the end of the sec- 
ond day he had 20 applications and 12 
promises. For the first week and a 
half he was able to maintain his regu- 
lar schedule but it was on Oct. 10 that 
word came from Sturgeon Bay, Wis., 


| that Earl M. LaPlante had set a new 


During | 


record of 251 completed applications. 
During the first three weeks Mr. Brown 
experienced a great deal of difficulty in 
making his regular calls because he was 
devoting his time to men who main- 
tained offices in the business district of 
the city. It was impossible to get 
around conveniently and for a while he 
employed a chauffeur in order to save 
his time. About Oct. 15 he had 103 
completed applications to his credit and 
it was not until later in the month that 
the most interesting phase of his cam- 
paign matured. He had sent out a form 
letter requesting the recipients to return 
the enclosed card indicating their will- 
ingness to hear his story. The first mail 


and more deter- | 
Brown set about | 
Actual | 


At the end of the first day | 








MORE THAN 50% 


of the business written by some of our |. 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros- 
pects i¢ who have written the d 
Office for information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
| A few agency openings for the right men 














Stephen M. Babbit 
President 


Hutchinson, Kansas 








MR. AGENT! 


Do you care for QUALITY, 
SIZE? Age, Sound “pao 
Low Cost, a Splendid Record for 
70 years? 


Then why not take a General 


¢ Agency in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
ST.CK! WRITE THE HOME OFFICE 


SAFETY! 


Not taken for granted, but an 
actual business-producing type of 
policy with rock bound safety which 
every insurance buyer js interested 
in. Such is the security of the Na- 
tional Life and behind every Na- 
tional Life agent. And, as such, it 
helps him. secure the confidence of 
insurance ‘wyers; popular policies 
and our cooperation help to sell 
them. 


NATIONAL LIFE ASSOCIATION 
DES MOINES, IOWA ‘, 
3 
National Underwritér 
Want Ads BRING Results 























. C. MAGINNIS, President 
3: BARRY MAHOOL, Vice-President 





Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE USE 


Standard Ordinary and Industrial Policies 


J. N. WARFIELD, Jr., Secretary-Treasurer 
Dr. J. H. IGLEHART, Medical 


Director 
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rought in three replies from men lo- 
cated at widely separated points It 
would have been unwise to attempt to 
call upon these people, for there was 

danger of their not being in their ot- 
fices. Consequently he employed the 
telephone and for the first time during 
the month he closed his first case by 
this means. The other two were also 
completed in the same way. Mr. Brown 
thus decided to devote the remaining 
days of the month to selling insurance 
to friend and stranger alike over the 
phone. From then on he secured on 
an average of about one application out 
of every ten calls made. Of these about 
one in four were from strangers. Mr. 
Brown constantly sat at his desk with 
the receiver at his ear and in one day 
received 12 applications over the phone. 
More than $747,000 of written business 
was completed during the month. Of 
these there were four $100,000 applica- 
tions. 

Grew from $1,000 to $100,000 


It is interesting to note that in one 
case a prospect had been asked to 
sign a $1,000 application, instead he 
later increased the amount voluntarily 
te $50,000 and still later before the ex- 
piration of October, after he had been 
notified that the company would accept 
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ROBERT A. BROWN 


more insurance, the amount was raised 
to $100,000. Another who had origin- 
ally applied for $1,000 advised the med- 
ical examiner to tell Mr. Brown to in- 
crease the amount to $50,000. 

Contrary to the general method em- 
ployed by many who have attempted to 
establish a new record, Mr. Brown 
maintained a consistent program. He 
retired regularly at 9 o'clock every 
evening and arose at 6 o'clock on the 
following morning and one of the most 
interesting features of his entire cam- 
paign was the fact that he never en- 
gaged in any business on Sunday. Dur- 
ing the Russell campaign regular meet- 
ings were held at the home office on 
Tuesdays and Thursdays from 12 until 
1 o'clock. Mr. Brown attended every 
meeting held during the month. 


Mr. Brown's Career 


Mr. Brown was born at Devils Lake, 
N. D., and attended school at Anoka 
and Minneapolis, Minn He went to 
Los Angeles when he was 17 years of 
age and was employed by a large whole- 
sale firm where he served as a city 
salesman for about seven years. He 
went with the Pacific Mutual in May, 
1911, and has been regularly engaged as 
a life underwriter since that time. He 
has long been one of the leading pro- 
ducers of the company and is at the 
present time the president of the Big 
Tree Club and is serving the second 
term as president of the Monday Morn- 
ing Club of the home office agency. 


Frank L. O’Rourk 
Frank L. O’Rourk of Gordon, Neb., has 
been appointed general agent of the Old 
Line of Lincoln, Neb., for a _ territory 
embracing six counties 
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Pan-American Life 
Commercial Policy 


Our new Ordinary Life Commercial Policy has created 
more sincere interest than any insurance policy we have 
presented to our Field Organization. This is evidenced 
by strong letters of endorsement received from many of 
our representatives and the tremendous volume of business 
written on this new form of contract. 


Under the terms of this policy the premium for the first 
five years is not only very low, but after five years there 
is only a very small increase over the original rate. The 
illustration at age 35 given below fully explains this: 


Annual Premium Total Premiums 


First 5 years $ 14.42 $ 72.10 
Next 15 years 21.71 325.65 


$397.75 
Average annual premium for 20 years 19.89 
Cash value at end of 20 years 287.68 


Annual net cost after deducting 
cash value at end of 20 years 5.50 


This illustration is presented simply to show the progres- 
siveness of the Pan-American Life Insurance Company 
and the character of service it renders to the Field 
Organization. 


We have a number of important agency openings for men 
not presently connected. 


Address 


E. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, President 
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DISCUSS UTILIZATION. 

OF OLD POLICYHOLDERS 
Given Sidi tenieiaiaten at Con- 
vention of Life Agency 
Officers 


SAY SERVICE IS 


KEYNOTE 


All Speakers Stress the Necessity for 
This Attitude, Rather Than Greed 
for More Premiums 


The utilization of old policyholders 
1 building an agency was given special 
closing session of 
Association 


though 


Rerows ation at the 
the Life Agency Officers 
meeting in Chicago, Wednesday, 
it was clearly pointed out by all the 
speakers that new 
be the motivating force, but rather serv- 
This service, 


business should not 


ice to the policyholders. 
rendered, will 
new business of itself, but service is the 
basis of successful agency building in 
this connection, as in all others. 


properly bring in the 


Show Results of Pian 


Ramsay of the Canada Life 
success he has seen in this 
work. He said that in one case an 
agent had written to the old policy- 
holders merely offering his service in 
connection with readjusting the bene- 
ficiary clause, selecting those whose pol- 
icies had been made payable to their 
estate. This brought a surprising re- 
sponse, from big men and those of 
humble means. Many prominent busi- 
ness men, otherwise very difficult of ap- 
proach, not only responded, but came 
into the agent's office to make the de- 
sired change and express appreciation 
for this unusual interest in their cases. 
Needless to say, a large volume of busi- 
ness was written as a result, much of 
it without even leaving the office. Mr. 
Ramsay felt that this question of bene- 
ficiary clause was a most effective ave- 
nue of approach for utilizing old pol- 
icyholders. 


Cx rade mn 
told of the 


Give Service as Keynote 


L. P. Brigham of the National Life 
of Vermont spoke of a case in which 
the general counsel of his own com- 
pany was brought face to face with this 
service to old policyholders, upon the 
death of his wife. Mr. Brigham sug- 
gested that this service is invaluable, 
whether extended by the general agent 
or the home office, though perhaps the 
former is the most appropriate. 

Mr. Baker of the Prudential told of 
the efforts of his company to develop 
this thought, all 16,000 agents of the 
company being impressed with the fact 
that service to policyholders is the key- 
note to success. They make service 
calls on policyholders, altogether omit- 
ting the solicitation idea. 


Tells Northwestern's System 


George Copeland of the Northwest- 
ern Mutual Life, which company makes 
a special effort to develop old policy- 
holders, told of the experiences of his 
company. He said this matter goes 
back to the agent himself, although the 
company is cooperating to the fullest 
extent, having formed an educational de- 
partment for the purpose. The agent, 
however, is the keystone in the arch of 
utilization of old policyholders. Mr. 
Copeland incidentally remarked that 
agency conditions must be improved, 
lest the insurance departments them- 
selves take a hand in the matter. The 
Northwestern Mutual writes well Ovér 
50 percent of its new business on old 
policyholders and the dévelopment of 
this work is largely in the hands of an 
educational director, Mr. Davies. The 








EXPERIENCE OF NORTHWESTERN 





MUTUAL IN SELLING FARMERS 
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HE accompanying chart shows the 
"[ recent experience of the North- 

western Mutual Life in writing 
farmers. The period covered includes 
1920, 1921, 1922 and 1923, and the first 
six months of 1924. The lower line 
shows the number of farmers in thou- 
sands written each month, and the upper 
line the amount of insurance in millions. 
The chart shows the depression through 
which farmers have passed, resulting in 
a smaller number of lives insured and a 
decrease in amount of insurance. The 
years of 1922 and 1923 combined scarcely 
exceed 1920 in the total live risks, while 
on the amount basis, 1922 and 1923 com- 
bined do not equal 1920. 

Business Is Increasing 


An increase in business written on 
farmers seems to be at hand, however, 


as the first six months of 1923 show 


more than $100,000 increase in the 
amount written on farmers over the 
same period of 1922. The first six 


months of 1924. show = approxi- 
mately the same _ increase over the 
corresponding period of 1923. There is 
reason to believe that there will be a 
greater increase for the last six months 
of 1924 over the corresponding period of 
1925 than the increase of the second 
half of 1923 over that of 1922. 


system of mail enclosures, letters and 
follow-up was described by Mr. Daves, 
who said the company is building for 
agency permanency and believes this de- 
velopment of old policyholders is the 
best means of so doing. He said he 
hoped to see the day when the agency 
contract will have a market value, just 
as a seta on the stock exchange. 


Harris in Strong Talk 


An excellent sales talk was given by 
George H. Harris of the Sun Life of 
Canada, in continuation of this sub- 
ject. Mr. Harris said that this develop- 
ment of policyholders has been stressed 
in the insurance classes at McGill Uni- 
versity in Montreal and a test Mr.. Har- 
ris recently made proved conclusively 
the value of the work. He told each 
man to go out and see the first three 
names on last vear’s register and make 
a purely service call before the next 
class meeting a week later. Upon re- 
porting, 38 had closed sales as a result 
of the calls and some had closed new 
policies on all three. Mr. Harris sug- 
gested that an analysis of past work is 
essential to intelligent agency building 
and the agent should analyze his work 
to the finest detail to guide future ac- 
tivity. He should know which class of 
prospects he could best sell, what time 
of day was best for him, which part of 
his territory was most productive and 
every other possible detail. 

Mr. Harris said that definiteness, di- 
rectness and concentration will bring re- 
sults. He said the manager could direct 
an agent to report a week lated with 





$10,000 new business, 








As an example of the progressive 
spirit of farmers, the Northwestern Mu- 
tual gives some figures on the dairy 
farmers of Wisconsin who are members 
of cow testing associations. Previous to 
1924, 70 percent of the farmers had in- 
stalled steel stanchions, 64 percent had 
drinking cups for cows, 26 percent had 
milking machines, 33 percent had trac- 
tors, 32 percent had electric light, 34 
percent had power washing machines, 30 
percent had. modern heating plants, 94 
percent had silos and 95 percent had au- 
tomobiles. These figures do not give a 
complete idea, as thousands of farmers 
have pased out of the association class 
and do their own testing. 

Conditions Are Favorable 


Conditions should be even more favor- 
able for the life insurance agent now, 
as during the past few weeks wheat 
prices have been about 30 percent higher 
than a year ago. Some states have had 
a poor wheat crop and low prices for 
three successive vears, and bumper 
crops should enable them to liquidate at 
least in part indebtedness incurred dur- 
ing the recent depression. Prices for 
corn and for oats also show a consider- 
able advance. The farmer should be in 
a better position financially than at any 
time during the past three vears. 


without results, 
while, if he told him to see John Smith 
at three o'clock and report the next 
day as to the results, the latter would 
be forthcoming. Mr. Harris took oc- 
casion to commend the sale of income 
policies, saying that the best sales, 
though not necessary on income pol- 
icies themselves, are made on canvasses 
built up on income arguments. He said 
that when applications for $17,300 or 
$16,400 or such amounts come in, the 
companies can feel they are accomplish- 
ing their purpose of selling life insur- 
ance to fill some specific need. He said 
further that it is not knowledge,, but 
the interpretation that brings results, 
illustrating by saying that the actuary 
would be the best agent were the re- 
verse true. 


Northern Life Promotions 


George W. LaFray, who started with 
the company in 1915 as office boy, has 
been appointed cashier of the Northern 
Life of Seattle. Mr. LaFray’s expe- 
rience includes service in the bookkeep- 
ing, policy, renewals, actuarial and 
agency auditing departments. He also 
served as teller, assistant cashier and 
office manager. 

At the same meeting Arthur P. John- 
son was elected second vice-president, 
D. M. Morgan, fourth vice-president: 
J. H. Sargent, secretary, W. L. Willey, 
assistant secretary and O. A. Erinclou, 
actuary. Preceding the appointments 
the stockholders authorized the appoint- 
ment of a fourth vice-president, needed 
because of the growth of the company. 


=| AGENCIES SHOULD NOT 


BE JUDGED BY SIZE 


Question of What Makes One Suc- 
cessful Discussed by Company 
Executives 


CITE OUTSTANDING CASES 
Life Agency Officers Believe Ability 
to Handle Opportunities Is 
Basic Principle 





The closing session of the annual 





Association of Lif 
held in 


meeting of the 
Agency Officers, 
was largely 


Chicago this 
week, given over to a dis- 


cussion of what makes a_ successful 


agreed 
business are 


agency. It was very generally 


that size and volume of 
not criterions of success, but rather 
the adaptation of opportunities as the 
exist. Examples of outstanding agen 
cies, without 
given by the officers. 


personal reference, wer: 


Gives Basix of Success 


Glover S. Hastings of the New Eng- 
land Mutual Life cited the case that he 
considered the outstanding success with 
his field. It was not a million a month 
office or a huge organization, but one 
that wrote $2,500,000 last year. The 
factor of success was shown in that 
the general agent, a man without edu- 
cation other than personal reading and 
an apparent failure in previous busi- 
ness attempts, had taken this agency 
and in three years built it from $393,000 
to over $2,550,000, with but a_ small 
percentage of personal production. 
This work was done in the face of 
special difficulties, as it covered a terri- 
tory larger than the state of Massa- 
chusetts. Mr. Hastings said that this 
success had been accomplished by serv- 
ice, which he characterized as the basic 
principle of a life company. He ex- 
pressed his opinion that in 95 percent 
of the cases a successful agent is the 
one who has the ability to render ex- 
pert service. It is not a question of 
amount of business produced, but what 
the agent does with the opportunities 


afforded. 
Genius Is Cited 
W. H. Dallas of the Atlantic Life 
then told his company’s outstanding 
success, a man be termed a genius. 


Again a man of no education, with a 
humble start, he had achieved success 
at 39 years of age. He started with 
an apprenticeship in two life company 
home offices and launched out on his 
own on the side. He developed as 
a personal producer and was given a 


large territory which now, after 15 
years, shows $50,000,000 in force. This 
office is writing $10,000,000 annually. 


Of narticular note is the fact that this 
man has apparently violated all rules ot 


agency building, in that he has main- 
tained his place as one of the com- 
pany’s leading producers, as well as 


building an agency that has only one 
peer in its territory. He writes as 
high as $3,500,000 annually himself and 
ably directs an organization that re- 
ports $10,000,000 annually, with a fur- 
ther handicap in that he has established 
a comparatively small and young com- 
pany. 

Mr. Baker of the Prudential added 
that as well develoned with his com- 
pany, service and conservation are the 
basic principles of success rather than 
salesmanship, which he feels is a mis- 
nomer in life insurance 





Darneider has been anpointed 
district manager for the New England 
Mutual l.ife at Shebovgan, Wis. He was 
previously engaged in the banking bus!- 
ness in Sheboygan 


Hugo J. 
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CONSIDER DISABILITY 
WAS pescuseRD BY ACTUARIES 


Give Considerable Attention at French 
Lick Meeting, as Matter of In- 
creasing Importance 


The writing of disability benefits with 
life insurance policies was the subject 
considerable discussion before the joint 
meeting of the Actuarial Society of 
American and the American Institute 
of Actuaries at French Lick, Ind., last 
week. This branch of the business is 
of comparatively recent development 
and the companies are now facing the 
full loss experience under the disability 
clause. J. D. Craig, actuary for the 
Metropolitan Life, presented some new 
information of interest on this subject, 
speaking of the experience of the Metro- 
politan in recent years. Mr. Craig 
showed that the number of claims was 
much higher at the lower ages than ac- 
cording to the Hunter table, though eas- 
ing off at ages over 55 to about equal 
the Hunter table. 


Is Important Factor 


Mr. Craig emphasized the importance 
of this addition to the life contract, stat- 
ing that while it was regarded by many 
as a nonessential, this could be dis- 
proved most easily by mathematical cal- 
culation. It was pointed out that on 
those attaining the age of 20, 70 percent 
would be alive at age 60, when disabil- 
ity coverage ceases, and that during that 
time 59 percent of the premiums would 
be collected. Mr. Craig showed that, 
compared with the cost of term insur- 
ance, the cost of the disability clause is 
clearly shown. Calculation of the term 
rate to 60 and similar figures for the 
disability show that the disability pre- 
mium at age 20 is 22 percent of the 
term rate, at age 30 is 21 percent, and 


40 is 20 percent and at age 50 is 20 
percent. In group insurance, the dis- 
ability clause is thus clearly shown. 
Causes Are Shown 

Mr. Craig showed that the leading 
causes of disability are tuberculosis, 
rheumatism, cancer and organic heart 
trouble. They contribute 15 percent of 


the disability claims. There is a wide 
variation in possible payments of the 
total disability benefit, since the dura- 
tion of lives ranges from death or quick 
recovery from diseases like pneumonia 
to indefinite longevity under claims 
based on insanity. In addition he said 
some diseases such as tuberculosis show 
a disability of what the company makes 
it. That is, the payments are entirely 
a function of the liberality of construc- 
tion of the contracts. Thus, there arises 
a large managerial problem in the ad- 
ministration of disability claims as well 
as in the actuarial phase of the question 

The Provident found that its actual 
to expected claims were about 21 per- 
cent while the actual payments to ex- 
pected amounted to about 25 percent. 
It was necessary to set up a large re- 
serve, which appeared in the gain and 
exhibit, against any substantiated 
but that death or recovery re- 
large proportions of these re- 
serves as a general rule. The three 
months waiting clause eliminated the 
bulk of claims. 


loss 
claim, 
leased 


Suggests Increased Dixability 


F. B. Mead of the Lincoln National 
that the degenerative influences 
not yet revealed themselves due 
to the limited experience, but that dis- 
ability will undoubtedly increase as time 
He stated that the experience 

single women had been about on a 
ar with men and would undoubtedly 
so continue. 

During the discussion, frequent refer- 
ence was made to “Hunter's Table,” 
hich is the basis for calculating dis- 
Arthur Hunter rose 
comment on the experience which the 
New York Life had had over a period 
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have 
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of 14 years. His belief is that during 
that entire period, the disability has 
yielded a profit to the company. He 
prepared the table as a basis and his 
observation indicates it to be entirely 
satisfactory until the experience is 
greater. Not only is the disability ad- 
visable as a separte proposjtion, but its 
benefit to life insurance will more than 
offset any loss it might entail. It should, 
furthermore, be interpreted morally and 
liberally, not legally. Mr. Hunter sajd 
that not only number of claims should 
be considered, but probable duration. 


The other side of the question was 
taken by J. B. GiblL of the Penn Mutual 
who felt that the present rates were 


entirely inadequate and that competition 
will render them more so because of 
undue activity on the part of the field 
force personrel. He found that legal 
decisions were forcing constructions tar 
beyond the original intention of the con- 
tract. Not only that, but additional 
claims will undoubtedly have to be paid 
after the precedent of the law has been 
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established. There is the constant pres- 
sure of the accident and health compa- 
nies and the state insurance commissions 
and elsewhere to force greater restric- 
tions. The extent of disability of women 
is hard of attainment because of the 
difficulty of arriving at facts, both of a 
personal nature and of determining the 
fair indemnity for their loss of work- 
ing time. Taken all in all, the situation 
will have to be improved, in Mr. Gibb’s 
opinion, or at least the younger com- 
paniés may find that their financial 
strength will be seriously impaired 

J. F. Little of the Prudential statga 
emphatically that the social benefit oi 
disability was unquestionable, and that, 
turthermore, the life companies, because 


of their better organizations were the 
proper people to administer it. Mr, Lit 
tle took occasion to question the re 


marks of preceding commentators with 
reierence to disability on married wom 
en. It was his distinct opinion that the 
insurance companies should try to de 
termine a basis on which married 
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women could be insured against total 
disability rather than to try to avoid 
such coverage since the loss of the 
woman in the home was a most serious 
matter with most families. Not only 
was she unable to do the ordinary func- 
tions of a mother and a housekeeper, 
but the extra care was costly and should 
be met in part at least by the insurance 
companies Mr. Little, furthermore, 
stated that there was a certain peculiar 
value to addition of the total disability 
clause. The man who is so unsound 
physically as to be unable to work is a 
drag on his family, and he knows it. 
rhe result is the formation of a morbid 


state of mind for, no matter how much 
those he may be dependent upon, love 
him, he realizes that he is in the way 


and earnestly hopes and seeks their and 
his own release, whereas, if there be 
some money coming in, no matter if it 
be small in amount, he has the feeling 
that he does contribute something with 
the consequent moral stimulus, which, 
at least, implies a hope of recovery. 
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50.97% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1923 was upon applications of 
members previously insured in the Company. 
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MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 
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HOLD SALES MEETING 


GUARDIAN LIFE CONFERENCE 


Representatives from Several States At- 
tend All-Day Session at Philadel- 
phia for Strong Program 


PHILADELPHIA, PA, Nov. 8.— 
An all-day conference of Guardian Life 
representatives in Pennsylvania, Mary- 
land and New Jersey was held here to- 
day, being the first of its kind in the 
company’s history. The program an- 
nounced last week was followed, with 
the following changes: Vice-President 
T. Louis Hansen delivered an interest- 
ing address on the company’s past and 
future, M. E. Ray, of Newark, N. J., and 
Charles F. Kuhns, of Baltimore, Md., 
were unable to be present, Ralph De 
Luccia, of the Philadelphia agency, 
spoke on “Why I Never Write a Policy 
for less than $2,500,” and Dr. Wilmer 
H. Krusen, director of the Municipal 
Department of Health, urged underwrit- 
ers to go after medical men, in an ad- 
dress which substituted for the after- 
noon sales demonstration scheduled. 

Vice-President Hansen made two 
prophecies: that similar conferences 
would be held by the Guardian from 
time to time and that the company 
would probably retire all its stock in the 
near future and become entirely a mu- 
tual compan) It is nearly a mutual 
concern now, he pointed out. 


Took First Place 


He congratulated E. J. Berlet, Phila- 
delphia manager, for capturing first 
place in “President's Month” and re- 


marked that the three states represented 
at the conference had contributed 20 per- 
cent of the $7,500,000 written in that 
month. He also called attention to the 
fact that the Guardian Life was really 
born in Philadelphia, as its founder re- 
sided here at the time, although he later 
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moved to New York and took out a 
charter there. 

O. Snyder, manager for W illiams- 
port, Pa., said, in an address, “Your 
best prospects are the men you have 
just sold, because you probably haven't 
written them for enough.” 


Canvass Medical Men 


Director Krusen, who has been teach- 
ing medical men for about 30 years, said 
there is urgent need for them to be pro- 
tected by life insurance from wildcat 
financiers, for the reason that medical 
men give so much thought to their 
science that their financial judgment is 
usually poor. ‘When you write a medi- 
cal man,” he declared, “the chances are 
he won't know his own annual income. 
Many are careless about collection of 
bills. A monthly premium form is most 
likely to appeal to doctors, because they 
get most of their income by the month 
Dr. Krusen, under whose department 
come poorhouses and other municipal 
institutions, spoke authoritatively in stat- 
ing that an alarming amount of depend- 
ency could have been prevented by life 
insurance. 

James A. McLain, assistant superin- 
tendent of agencies, told of home office 
helps for the men and women in the 
field, citing how, of 33,000 high class 
names recently circularized, 20 percent 
had replied. He pointed out that the 
most important part of the agent’s work 
is the approach, for the agent is non- 
existent in the prospect’s mind until the 
approach is made. 

Wealth Increasing Rapidly 


Former City Statistician Cattell gave 
impressive facts dnd figures showing 
that the nation’s wealth is increasing 
proportionately faster than its popula- 
tion. He said this buying power con- 
stitutes a wonderful opportunity for life 
underwriters. 

In a unique and unrehearsed sales 
demonstration, A. P. ws —_~ 
of the Philadelphia Y. M. life in- 
surance course, displayed het « dhe 
and repartee that made a decided hit 
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with the audience, as well as with the 
prospect, Frank F. Mathers, president 
of the local Kiwanis Club, who had been 
chosen as the “buyer” instead of a life 
underwriter. 

“The man who carries some insurance 
is a better prospect than the uninsured 
man,” said Mr. Shalet, who is a big 
producer for the Mutual of New York, 
“because in the former case part of the 
work already has been done tor me. In 
the latter case the man has probably 
been solicited time and again and has re- 
fused for reasons of his own.” 


Speaks on Technique 


The feature address of the conference 
was made by Prof. W. Hess, of the 
insurance department, University of 
Pennsylvania. His analysis of salesman- 
ship technique won enthusiastic ap- 
plause. 

The entertainment features included 
music, recital of a life insurance poem 
by Miss Blanche Eisenstein, of the 
Philadelphia agency, a lunch, music and 
presentation of “The Heart of the Es- 
tate,” a life insurance playlet which 
scored heavily at the recent national 
convention in Los Angeles. 


JUNIOR LIFE AGENCY 
OFFICERS HOLD MEETING 


(CONTINUED FROM PAGE 7) 





was pointed out that this question has 
received practically no attention in the 
past, while it is one of the most impor- 
tant, as a means of systematizing and 
improving field work. In a discussion 
of this by A. L. Cummings of the Min- 
nesota Mutual, he said that there was 
little standardization as to how these 
reports were sent in, to whom they go, 
or what plans are made for a follow-up. 
Mr. Cummings said that this work 
should begin with the planning of the 
agency visit. He said that if it is worth 
while to make a report at all, there 
should be a definite statement of what 
is to be accomplished before starting. 


This should be followed up with a defi- 
nite report as to the accomplishments at 
the end and then again followed up to 
see that the recommendations are given 
some consideration. Mr. Cummings said 
that these reports cannot cover the per- 
sonal equation, but they can be used as 
a preliminary sheet and point out many 
things that are now overlooked in the 
agency visit. Mr, Holderness stated that 
this is unquestionably one of the most 
important questions now before the 
agency field men and that in this con- 
nection the questions are many and 
varied. 
Cc. L. Cross Speaks 
C. L. Cross of the Provident Mutua 
explained some of the details of oe 
advance report used by his company for 
these agency visits. He said that the 
preliminary report drawn up before the 
supervisor makes a call, gives complete 
details as to individual and territorial 
production in the agency, so that the 
supervisor can knowingly approach any 
man in the field and discuss his indi- 
vidual problems. It is prepared before 
the visit and not only aids the agency 
supervisor in approaching those in the 
field, but gives a basis for comparison of 
the final report on accomplishment. Also 
it enables another supervisor to take up 
the work where the original supervisor 
left off, if it is impossible for the first 
one to continue. At the conclusion of 
the discussion the junior agency officers 
approved a motion that the senior offi- 
cers recommend to the Life Insurance 
Research Bureau that it work out some 
definite program along this line. 
Securing of Managers 


The last subject considered at the 
junior agency meeting was of special 
interest, as it dealt with their particular 
problems, the question of prospective 
managers. George C, Capen of the Con- 
necticut General in opening this discus- 
sion said that it was apparently unani- 
mous that managers should be secured 
from the company’s own organization 
if possible. He said that this was not 
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Purchase, 
the discoveries of La Salle 1681-82. 


The early 
and river 


Agriculture, 


Missouri became a part of the United States with the Louisiana 
the ground of 


it having been claimed by France on 


It did not become a state until August 10, 1821. 


Missouri settlers were picturesque 


boatmen. 


No sturdier group of pioneers ever blazed the 
swamp and wilderness. 

Soldiers from Missouri played an important part in the Mex- 
ican War, and Missouri in the days preceding the Civil War 
was a constant center of history making. 


The famous Missouri Compromise will always have an import- 


in American History. 


manufacturing, 


The “Show Me?” State 


backwoodsmen 


trail through 


A. P. Osborn, Branch Manager 
E. G. Mercer, Cashier 


lumbering and mining all have 
an important part in building Missouri's prosperity. 


This diversity of interests stabilizes labor and income. 


Royal Union Life 
Insurance Company 
KANSAS CITY BRANCH OFFICE 


801 Orear-Leslie Bldg. 
Kansas City, Mo. 
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always possible and that the younger ager how to carry out his program. He of financial ability had been a little over- | its employes in amounts from $1,000 to 
and smaller companies did not have the said that the Equitable has adopted a stressed in that it was looked on as a $5,000. The Connecticut General had a 
same advantage in this connection as definite policy of managerial appoint- question of financial assets. He said most successful group life month in 
yved by the older and bigger com- ments and that a soliciting agent is con- that of equal importance was the ques- October and among other risks wrote 
anies. He said that where it is neces- sidered as a possible assistant manager tion of financial sense, as the latter gives the Metropolitan Distributing Company, 
sary to go to other companies for only when he has shown his ability to the manager an opportunity to build his the Victory Chain Company, the S. & 
bring in men and train them. agency on a sound basis. He said that! Motor Tire Corporation and the W. H. 





nagers, great care should be taken in 
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in meee = e —— a ure and ire agents and an interest ane th ; : on a Mr. Dallas said Mr. Fer guson was pledged to the re- 
for a prospective manager, Mr. Capen desire to help others. Mr. Fitting said it neces- Peal of the Roberson act and the enact- 
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most important, that is, ability to handle to have the producer's viewpoint He wer 1] let down the bars so far as foreign in- 
the business on a sound basis and not said that the Equitable’s exp ice had hat he wi , surance companies entering Texas are 
take on more than can be carried. He also shown that the producer of $250,000 , develoy concerned Those close in touch with 
said that personal production is also or more is not a likely success as a “ * S°™S** #8em the present situation say Mrs Ferguson 
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agency work. Mr. Capen said that the viewpoint of the average agent \ nteres h torney General Keeling, speaking unof- 
Connecticut General had recently at- . Ibury f the Pacific Mu- ,,, Fas oe i licable ficially, declared 
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i this a difficult task. After a man Mr. Woodbury Graham of the \ olitan. That com- $0n law, which has practically excluded 
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in to oe this and become an organi- n had 5 We | ceenteee nt ta man. Mrs. Ferguson will sponsor the same 
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The American public for years has complimented the intelligence and foresight of Missouri citi- 
zens by calling it the “Show Me” state. 

That discriminating Missourians have been pleased with Royal Union policies and Royal Union 
service is best shown by $16,000,000 of Royal Union Life Insurance upon the lives of Missouri 
citizens. 

Though the spirit of “Show Me” makes for carefulness—they are quick to recognize merit. 
This great state ranking high in agriculture, manufacturing and mining, offers a diversity of 
occupation and income which keeps “business good.’ 
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Royal Union agents at least are finding Missouri an ever increasing source of pleasure and profit. 


ROYAL UNION LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


A. C. Tucker, President Wm. Koch, Vice-President 
D. C. Costello, Secretary 
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TEXAS 
AGENCIES OPEN 


RESOURCES 
Over One Million Dollars 


OUTSTANDING 
INSURANCE 
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Dollars 








For Particulars Write 


The Western National Life 


Insurance Company 
Box 2131 
Denver, Colorado 


Note: During the 12 years we have been in business we 
have never contested a death claim nor have we ever lost 
a dollar on any investment. No past due interest 
December 31st, 1923. 
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Insurance Companies 
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Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 























INTERPRETS TAX LAW 
PROMINENT ATTORNEY SPEAKS 


Preble Tucker Addresses Cincinnati As- 
sociation on Income and Inheritance 
Pointers for Life Underwriters 


CINCINNATI, O., Nov. 11.—The 
Cincinnati Life Underwriters Associa- 
tion at its last meeting was addressed 
by Preble Tucker, a New York City 
attorney of high standing, who spoke on 
the question of income and inheritance 
taxes and their relation to life under- 
writers. Mr. Tucker has had consider- 
able experience as a counsel and adviser 
of many New York City trust companies 
and has appeared before Congressional 
and Senate committees when the sub- 
ject of constitutionality of proposed tax 
revisions was up for consideration. 

Mr. Tucker stated that the first thing 
a life underwriter should know is the 
fact that Congress has not unlimited 
power in the matter of tax laws, but is 
limited by the constitution in the en- 
action of these laws as interpreted by 
the Supreme Court. Mr. Tucker stated 
that the Supreme Court has defined in- 
come, and Congress is limited by it, as 
it has no power to place a direct tax 
on property. The new tax law affects 
life practice in four ways: In the ques- 
tion of cost, in the results to beneficiary, 
in the plan of the policy and in the plan 
of settlement option. 

Deals with Federal Law 

Mr. Tucker's talk dealt chiefly with 
the federal tax law, .in its relation to its 
effect on earned income and income 
earned by capital, its effect on the 
estate, its effect on co-partnerships and 
its effect on gifts. He went on to say 
that Section 219 is written into the law 
because Secretary Mellon realized that 
the government was losing money 
through funded life insurance trusts. He 
stated that until this was written into 
the law it was possible to save the tax 
on that part of the income, used in pay- 
ing premiums on life insurance policies. 
He went on to say that criticism is now 
being made of trust companies which 
accepted contracts of this kind which the 
law now renders obsolete. Mr. Tucker 
had advised in cases of this kind that 
no such trusts be formed, but that 
securities, the income of which is to 
pay the premium on the policies, should 
be turned over to the beneficiary who 
should create the trust. Mr. Tucker 
said that this method is effective and is 
legal. He said that a revocable trust 
no longer protects the income of the 
grantor, whereas an irrevocable trust is 
not affected. 


Are Help to Life Agent 


In discussing the estate taxes, Mr. 
Tucker said that the strength of the life 
insurance argument has been greatly in- 
creased by the increase in these taxes, 
and that they have been a boon to the 
life insurance man. 

With reference to the gift tax, Mr 
Tucker pointed out that it was inter- 
jected as part of the estate tax law, and 
applies only to individuals. He said that 
he thought that this part of the law 
would be repealed, inasmuch as it did 
not define a gift, and as it is an attempt 
to tax property directly, without due 
apportionment, and takes away the 
privilege of disposing of property as a 
gift. 

Life Value Chief Factor 

In discussing business insurance, and 
its relation to the tax law, Mr. Tucker 
pointed out that in any concern the 
life value is the most important factor. 
He said that when a business corpora- 
tion takes out life insurance, it is pro- 
tecting itself not only against the loss 
of the insured, but is also protecting its 
property. which would only have “junk” 
value, if not working. Mr. Tucker 
stated that under no_ circumstances 
should a co-partnership be made the 
beneficiary, and that in nine cases out 


SEE PROSPERITY AHEAD 
INTENSIVE CAMPAIGN URGED 


L. Seton Lindsay Gives Closin~ Re- 
marks Before Life Agency Officers 
Association 


In his closing remarks before the 
Association of Life Agency Officers, 
which adjourned its annual meeting 
Wednesday noon, L. Seton Lindsay of 
the New York Life. retirmg chairman 
of the association, briefly summed up 
the present business situation and pic- 
tured general prosperity as imminent 
under the conditions of today. 

Sees Reign of Prosperity 


Mr. Lindsay said that everything 
points to a general improvement in 
business. Foreign affairs are quieting 
down. A sane, wise government, backed 
by a tremendous vote, is assured at 
home for four years. Business will in- 
crease in all lines. He cited the recent 
boom on the New York stock market 
as a mere indication of this. Taking up 
the question of how the companies will 
take advantage of this. he said they 
would do so, assuredly by increased 
energy. by more intelligent work and 
by closer and _ better organization 
Then things will go without saying. 

Should Cite Significance 


Mr. Lindsay pointed out, however, 
that the companies will fail in their 
mission, unless they create in the minds 
of the people the full significance of 
what life insurance can do for them. 
He said there is no question that in- 
surance companies offer the safest in- 
vestment, as was pointed out at the 
association's banquet by Senator Lewis 
the preceding evening. Mr. Lindsay 
said the average man, meaning the 
wage-earner, salaried man or profes- 
sional man, should put 50 to 75 percent 
of his savings in life insurance. This 
he said without reflection on the fine 
work of the savings banks, saying that 
their work was of a temporary nature 
for a specific purpose, while life com- 
panies offered a life program. He said 
that in this age of the specialist, the 
life company could qualify as the ex 
pert investor. Mr. Lindsay urged the 
life agency officers to return to their 
homes and do their full duty to agents 
and public along these lines 


Thurman’s Mother Dies 


Oliver Thurman, who was attending 
the meeting of the Association of Lite 
Agency Officers in Chicago this week, 
was advised of the death of his mother 
in McMinnville, Tenn Another son, 
C. T. Thurman, is general agent of the 
Mutual Benefit at Richmond, Va. The 
Life Agency Officers Association ap- 
pointed a committee, consisting of O 
J. Lacy, Minnesota Mutual; Charles 
Hommever, Union Central, and Glover 
S. Hastings, New England Mutual, to 
draw up a resolution of sympathy for 
Mr. Thurman. 

Another executive who had come to 
attend the meeting, President J. J. Cad 
igan, of the New World Life of Spo- 
kane, was called to Boston on account 
of the death of his mother. 


of ten the most economical way o! pro 
viding for protection is for each partner 
to insure his own life for the benent ot 
the other. He pointed out that in this 
way, where the insured’s personal activ- 
ities in the conduct of the business are 
factors in the success of that business, 
the premiums are necessary business ¢X- 
penses and are not considered personal, 
and are therefore deductible in reporting 
taxable income. 

The Minnesota Mutual's paid for bus'- 
ness for October, 1924, was $484 000 
«xcess cf that for October. 1923 Its Oc- 
tober paid for business is greater than 
it has been during any previous month 
in 1924 by approximately $50,000 
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EVANS GIVES REVIEW 
TELLS ACTUARIAL PROBLEMS 


Specialization Seen as Need of Near 
Future—Annuities Should Be 
Developed 


In his address before the annual meet- 
ing ot the American Institute of Actu- 
aries at French Lick Springs, Ind., last 
week, President Percy H. Evans pre- 
sented some suggestions as to work 
which now lies before the actuarial so- 


cieties and other organizations of life 
insurance executives. Mr. Evans spoke 
of the value of the joint meeting ot the 
American Institute and the Actuarial 
Society of America and said that the 


objects of the two bodies in their funda- 
mental interests are identical, although 
their special fields and methods will 
always be different. He said that the 
ictuarial societies have the same funda- 
mental interests: First, the systematic 
dvancement of actuarial theory and 
practice; second, the creation of a tra- 
cition of right action amounting to a 
code of ethics and its enforcement: and 





PERCY H. EVANS 


third, the moral obligation to pass on to 
the succeeding generation an improved 


opportunity for sound actuarial educa- 
tion. 
Suggests Specialization 
Mr. Evans said that in every living 


science there comes a time when oppor- 
tunity for specialization begins to open 
up, and the need for specialization be- 
comes more and more imperative. He 
suggested that this time might be arriv- 
ing in actuarial science. He said that 
the educational activities of the institute 
will be most fruitful if they are devel- 
oped on as broad a basis as is consistent 
with technical necessity. Mr. Evans 
said that it is evident that the companies 
in the near future must begin to collect 
experience with disability benefits and 
adjust them to some standard of under- 
writing practice. 


Annuity Practice Undeveloped 


Sub-standard classification and ex- 
perience is another problem in prepara- 
tion for which valuable work is already 
being done. He said that it is likely 
that falling interest rates and other in- 
fluences will increase the sale of life an- 
nuities. Mr. Evans believes that the 
practice under annuity contracts is un- 
developed as compared with the service 
development of life insurance practice, 
that the sale of annuities should be put 
on as logical a basis as ordinary life. An- 


other problem suggested by Mr. Evans 
is that of statutory valuation and the 
ultitude of consequent questions, 


which he believes may press forward for 
immediate attention at any time. He 
said that it is advisable that the actu- 
ries develop a consensus of group opin- 
ion on this subject and prepare them- 
selves to submit considered solution. 
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| MESSAGES OF OPTIMISM | 


NORTHWEST IS COMING BACK 


Vice-President H. R. Cunningham of 
Montana Life Brought Glad Tid- 
ings to Agency Officers 


H. R. Cunningham of the Montana 
Lite brought an optimistic message to 
the members of the Association of Life 
Agency Officers in Chicago this week, 
in which he said that the great empire 
of the northwest is coming back to its 
own after a number of years of drouth, 
crop failure, low prices, financial depres- 
sion and many economic ills. He said 
that this revival will not be instant but 
it will be gradual. He said that the 
people no longer have to look upon the 
northwest with fear because of the radi- 
cals but the middle west territory, 
cially Wisconsin, is the section 
the radicals seem to gather in 
numbers. 

He said that the crops this year are 
much better. North Dakota, he de- 
clared, had 100 percent greater yield in 
wheat and 50 percent increase in price. 
The northwest he declared had battled 
with the elements and with economic 
conditions until it was almost pros- 
trated. However, it has the element of 
life in it that cannot be killed 


espe- 
where 
largest 


LEADS EQUITABLE OF IOWA 


Pittsburgh Agency Takes First Place— 
T. B. Williams of Philadelphia Has 
Highest Individual Production 


The H. S. Sutphen agency at Pitts- 
burgh led all agencies ot the Equitable 
Life of lowa in October with $315,000 
paid-for. The M. H. Zacharias agency 
of Detroit was the second high agency 
having a paid-for production of $280,500. 
Other leading agencies were: Rice & Ty- 
son agency of Harrisburg, $221,562; A. 
D. Wallis agency of Philadelphia, $192,- 
500; and the P. R. Wendt agency of 
Newark, N. J., $180,000. 

A paid-for production of $118,000 gave 
T. B. Williams of Philadelphia first place 
among all agents of the Equitable Life 
of Iowa in October. This represents his 
paid-for record for the month. Mr. | 
Williams also wrote a large volume of 
other business which was not included in 
the paid-for figures of his company for 
October. Between Oct. 1 and Oct. 31, | 
he wrote and had examined 58 cases, to- | 
talling $210,000 of insurance, an aver- 
age of $3,600 per case. Second place in 
personal production went to C. G. 
Loucks of the Detroit agency with $100,- 
000 of paid-for business. | 


Pennsylvania Agencies Lead 


Pennsylvania agencies of the Equit- 
able Life of Iowa, with a total paid-for 
production of $852,562 during October, 
led all other state organizations of the | 
company and increased the margin by | 
which Pennsylvania is leading all other | 
states for the year. Iowa agencies took | 


second place during October with a 
paid-for business of $806,075. Ohio took | 
third with $688,200 paid- for. The Penn- | 


sylvania agencies have written $9,317,259 | 
in paid-for business during the first ten 
months of the year. lowa agencies are 
running a close second with $8,816,950, 
Ohio standing third with $7,174,261. 


presented at the institute meeting, is 
one that is now in the foreground among 
company problems. Mr. Evans closed 
his address with the suggestion that the 
commugjon of talent and effort among 
actuaries, commonly known as coopera- | 
tion, presents a vast but most pleasing | 
prospect of usefulness to the life insur- 
ance business, and that this occasion of 
a joint meeting of the two American so- 
cieties is a happy augury of increased 





He also said that the problem of 
gency compensation, which was the 
subject of the most important paper 


effectiveness. 





MICHIGAN 


GRAND RAPIDS 
BATTLE CREEK 
JACKSON 
LANSING 
SAGINAW 


For an ideal General Agency contract direct with 
the Home Office write the Agency Department. 


The 
Midland Mutual Life 


Insurance Company 
Columbus, Ohio 


‘Its Performances Exceeds Its Promises’’ 








Continental’s Non-Cancellable 
Health and Accident Business 
Increased 25% in October!!! 


Why: 


Because its new Non-Cancellable 
| Disability Policy pays full monthly 
| indemnity from the first day for 
hospital confinement. 


| For details see a Continental 
Representative, or 


Address 


Continental Casualty Company 


CHICAGO 
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HOLD ANNUAL MEETING 
OF RESEARCH BUREAU 


(CONTINUED FROM PAGE 3) 


along the lines undertaken by the 
bureau, and as in the case of research 
in physical sciences, most of the efforts 
of the bureau will fail, be of no value, 
or be misunderstood. In the long run, 
however, they will result in benefit to 
the institution of life insurance. 

M. Albert Linton, vice-president of 
the Provident Mutual Life, gave the 
gist of his paper on “Returns Under 
Agency Contracts,” presented at the 
joint meeting of the American Institute 
of Actuaries and the Actuarial Society 
of America at French Lick Springs, 
Ind., last week. A summary of the 
paper is given elsewhere in this issue. 
Mr. Linton pointed out that while his 
paper was specifically a study of the 
operating cost of a general agency work- 
ing on a moderate commission scale, the 
method used is applicable to any system. 

Is Beginning of Study 

This study is a pioneer work, as 
pointed out by Mr. Linton, and is valu- 
able chiefly as provoking discussion. It 
fitted in with the study the bureau is 
making at present of agency costs, and 
it is hoped that if such studies arouse 


more general interest, a great deal of 
good can be accomplished. The bureau 
has been making a survey of agency 
expenses, seeking information on 15 
items altogether, nine of which are given 
rather fully even at present, although 
the study is not yet completed. The 
various items were: Clerical salaries, not 
including those of branch managers and 
assistants; rent, including light and 
heat; postage, stationery, printing and 
supplies; traveling expenses; insurance 
periodicals, reference books, etc.; adver- 
tising; telephone and telegraph charges: 
expenses of branch managers other than 
for personal writing; and total direct 
agency expense. 
Had Charts Prepared 


Charts were presented by Mr. Niles 
showing the relative cost of the various 
items in agencies of different sizes. The 
figures were segregated according to 
general agency or branch office. The 
bureau hopes for a better study based 
on the split between old and new busi- 
ness. At present a survey is being made 
of the average rent in various cities per 
square foot. The results of the present 
study were based on questionnaires sent 
to 246 general agencies and 118 branch 
offices. 

The bureau is planning to put out 
next a revision and enlargement of the 


conservation report, which was the first 
report issued. This has proved ex- 
tremely popular, and many requests are 
still being sent in, although the edition 
was exhausted long ago. Most of those 
present signified their interest in a sur- 
vey of contests handled from the home 
office, and the attention of the bureau 
was promised for this undertaking. 


Have Wholehearted Cooperation 


Although the bureau has been in 
existence only a short time, during the 
past year it has had the wholehearted 
cooperation of 77 competing companies, 
combining the experience of companies 
of all sizes, ages and locations. Appli- 
cations of six more companies for mem- 
bership were presented, including the 
Des Moines Life & Annuity, Lamar Life 
of Mississippi, Provident Life & Acci- 
dent of Tennessee, Southland Life of 
Texas, Sovereign Life of Winnipeg, and 
Western States Life of California. 


Executive Committee Members 


K. A. Luther of the Aetna was 
elected to succeed himself as a member 
of the executive committee; M. A. Lin- 
ton of the Provident Mutual was elected 
to succeed W. T. Shepard of the Lin- 
coln National, and O. J. Lacy of the 
Minnesota Mutual to succeed W. E. 
Taylor of the Equitable of New York. 








Card. 


learning more about it. 


AVE you ever walked past a prospect’s 
hardly knowing why? 


This is a part of the Plan. 





Perhaps the most comprehensive field 
development program in existence today. 
One phase is described in this advertise- 
ment. Details of the Plan may be secured 
upon request by any agent interested in 


“Walking Past the Door” 


s door—hesitating to go in— 


We all have. 


The reason is probably lack of knowledge. 
yourself and your service, then the trouble probably is in knowing 
too little about the prospect himself. 


Agents operating under the American Central Plan KNOW their prospects, 
his insurance needs, his capacity, etc. 


This is all on 


Any agent who feels that he might be interested in more details concerning 
the Plan may readily secure them by writing today to 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE CoO. 
INDIANAPOLIS 


ESTABLISHED 1899 





HERBERT M. 


‘NUMBE R FOUR IN A SERIES OF INFORMATION ADVERTISEMENTS 


The pre-selection of prospects, the pre-approach, 
the canvass, control of the interview, close, the handling of notes, and a definite 
resale campaign are all parts of this Plan by which successful agents are pro- 
fessionalizing their insurance work and their insurance service. 


If you thoroughly know 


the Surveyed Prospect 


WOOLLEN, President 























Oliver Thurman of the Mutual Benefit 
Life, chairman of the executive com- 
mittee, and Charles Hommeyer of the 
Union Central Life, vice-chairman, al- 
ternately presided at the meeting. 


Has Map Prepared 


A new map of the United States about 
two by three feet has been prepared at 
the request of John W. Clegg, president 
of the National Association of Life 
Underwriters, to be kept in his office 
as an aid in visualizing the entire field 
with reference to making speaking en- 
gagements and solving other problems 
that come up. Each one of the 156 cities 
having a local association is outlined in 
red. Incidentally, all of the states (in- 
cluding the District of Columbia) are 
represented, with the exception of Ver- 
mont. Eighteen of the states (and the 
District of Columbia ) have only one 
association apiece. The three leaders in 
numbers of associations are Ohio, fif- 
teen; New York, eleven, and Pennsyl- 
vania, nine. 

Eight of New York’s associations— 
Buffalo, Rochester, Albany, Utica, 
Watertown, Binghamton, Elmira and 
Syracuse—will hold a combined one-day 
sales congress November 25 at Hotel 
Syracuse in Syracuse, which President 
Clegg is expected to address. Associa- 
tion matters will be discussed at a noon 
luncheon. 

Next month Mr. Clegg will address 
two meetings in Hotel Astor, New York 
City—the New York Association, De- 
cember 9, and the Association of Life 


Insurance Presidents, December 11 and 
12, 


Had Big Month 


Frank H. Sykes, second vice-president 
and manager of agencies of the Fidelity 
Mutual Life, has sent a letter of appre- 
ciation to the field force for the compli- 
ment paid him in making October the 
greatest month in the history of the 
company. The books closed at the end 
of the month with $8,264,189 and there 
was a big overflow. In the first two 
days of November, 205 cases were re- 
ceived for $801,855, all October business 
but too late to go into the October ac- 
count, 

The company is approaching its $50,- 
000,000 goal and hopes to put it over 
before the end of the year. 


Mentioned for Supreme Court 


Persistent reports in political circles 
both in Washington and Philadelphia, 
state that Senator George Wharton Pep- 
per, general counsel for the Penn Mu- 
tual Life and honorary member of the 
Philadelphia Association of Life Under- 
writers, will be named to the bench of 
the United States Supreme Court upon 
the retirement of Associate Justices 
Holmes and McKenna, whose advanced 
age is likely to result in retirement in 
the near future. Senator Pepper, who 
was a professor in insurance and cor- 
poration law for years at the University 
of Pennsylvania, modestly minimized 
the rumor when they were brought to 
his attention this week, and suggested 
another Pennsylvanian for the post that 
friends say will be offered to him. 


Makes Excellent Record 


NEW YORK, Nov. 11.—Max Hancel, 
manager of the Lewis Reichert Agency 
of the Travelers in this city, made an 
excellent record for his company with 
this new life agency. The life depart- 
ment of the Reichert Agency was started 
only a year and a half ago under Mr. 
Hancel’s direction. After a get-together 
dinner of the agency Mr. Hancel de- 
clared that*the agency, with the proper 
effort, could write $1,000,000 a month 
for October, November and December 
This seemed like a big order but never- 
theless Mr. Hancel and his agents have 
delivered the goods. $1,000,000 was paid 
for in October and from indications the 
$1,000,000 mark will be passed in both 
November and December. 
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C. M. BISCAY’S ‘CHANGE 


JOINED WESTERN & SOUTHERN 


Business Manager of “Insurance Press” 
Goes to Home Office Staff of 
Cincinnati Company 


Charles M. Biscay, business manager 
of the “Insurance Press” of New York 
and well known and successful insur- 
ance newspaper man, has resigned to 
join the home office staff of the Western 
& Southern Life of Cincinnati. Mr. 
Biscay has already arrived in Cincin- 
nati and took up his new duties last 
week. He has been with the “Insur- 
ance Press” for 17% years and has trav- 
eled the country in the interest of the 
Webster publications. He entered the 
insurance business some 30 years ago 
when 18 years old as an agent of the 
Broadway-Brooklyn branch of the New 
York Life in New York City. He went 
with the Metropolitan Life in 1895 and 





CHARLES M. BISCAY 
remained with that company 12 years, 
for a time acting as superintendent at 
Saginaw, Mich. From that position he 
went to the “Insurance Press,” and has 
long done splendid work in the publish- 
ing field. 

Mr. Biscay has long been highly re- 
garded by the officials of the Western & 
Southern. When he decided he did not 
wish longer to travel, they were very 
glad of the opportunity to secure his 
His new duties have not been 


services, 
fully defined, but he will give special 
attention to the ordinary development 


and also to the reduction of turnover in 
agents. 


Get Some Baseball Stars 


Glenn Wright, short stop of the Pitts- 
burgh baseball team, and Jimmie Zimm, 
pitcher of the Kansas City team, have 
become connected with the Kansas City 


office of the Missouri State Life. Both 
are starting to produce business. Leo 
Murphy, who formerly caught for the 
Toledo club, is a member of this 


agency organization. 


Hill Elected Secretary 


Clarence J. Hill has been elected sec- 
retary of the Southern States Life to 
succeed the late Robert F. Moore. Mr. 
Hill has been with the company since 
its organization in 1906 and has been 
assistant secretary since last year. He 
is a young man, only 35 years old. 
began his business career as an office 
boy for the firm of Wilmer L. Moore & 
wholesale dry goods merchants. 
Wilmer L. Moore is also president of 
the Southern States Life. 


Lo., 
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CALL SYKES TO HOME OFFICE 


Mutual Benefit Life Appoints Former 
General Agent to Agency Depart- 
ment at Headquarters 


Charles L. Sykes of Dyer & Sykes, 
general agents of the Mutual Benefit 
Life, has been called to the home office 
of the Mutual Benefit Life in its agency 
department. J. N. Dyer will succeed to 
the general agency. Mr. Sykes attended 
the meeting of the Life Agency Officers 
Association in Chicago this week and 
conferred with Oliver Thurman, super- 
intendent of agents there. Before going 
to Oklahoma, Mr. Sykes was an agent 
of the company at Omaha, and was the 
leading producer in the state. He is vice- 
president of the Oklahoma Life Under- 
writers Association and has done con- 
siderable civic work in Oklahoma City. 


Term Conversion Cina 


Connecticut General converted to 
insurance $1,250,000 of term 
insurance during a recent campaign of 
one month’s duration This was the 
largest amount ever converted in one 
month by the company, being about 
$500,000 more than the company’s 
monthly average. 

Nearly half the term insurance con- 
verted to permanent forms during the 
campaign had been in force three years 
or less. The company has found that 
when no special effort is made along 


Che 


permanent 


this line, policyholders generally wait 
till the end of the seventh year, 
when the conversion period is about to 
expire, before changing over their insur- 
ance 
Robert L. Wagner 

The Fenn Mutual Life announces the 
opening of new territory with the ap- 
pointment of Robert L. Wagner as gen- 
eral agent at Charlotte, N. C Mr 


Wagner was a successful agent for the 
Prudential in Oklahoma, but his hom 
state is North Carolina. 


Entertains Sales Executives 





The Phoenix Mutual Life acted as 
host during the past week to sales man- 
agers and sales executives of various 
concerns of prominence and _ success 


|} around the country such as the National 


Cash Register Company, Hoover Auto- 
matic, Fuller Brush Company, and 
others. The evening of Nov. 7, 18 of 
the executives had dinner at the home of 
Winslow Russell, vice president, where 
Clarence T. Hubbard of the Aetna Life 
used sleight-of-hand to demonstrate 
sales problems. The sharing and inter- 
changing of ideas between insurance 
and other enterprise marks good activ- 
ity and progress. 


Northern Life Official Dies 


field supervisor for 
the Northern Life of Seattle, died in that 
city Nov. 1 from heart failure at the 
age of 65. Mr. Loose went to Wash- 
ington in 1890, first located in Snoho- 
mish, where he was cashier of the Sno- 
homish National Bank. Later he went 
to Seattle and for a number of years was 
an officer in two lumber companies be- 
fore associating with the Northern Life. 


Ursinus K. Loose, 





Officers on Western Trip 


K. A. Luther, agency secretary of the 
Aetna Life, and Friend L. Wells, as- 
sistant superintendent of agencies, are 
making a tour of inspection through the 
middle west agencies which will not 
bring them back to the home office un- 
til the middle of November. During the 
trip they were in Chicago to attend the 
eighth annual convention of the Asso- 
ciation of Life Agency Officers and also 
the convention of the Life Insurance 
Sales Research Bureau. 

















nsurance Company 


OF DES MOINES, IOWA 


Organized 1907 


Over $20,000,000.00 in Force 
18th Year Successful Progress 











Direct contract with Home Office for local representatives in 
unoccupied rural communities. Special attention given to 
assisting new agents without experience. Our direct Branch 
Office system for agency building helps Western Life local 
agents succeed. Now operating in Iowa, South Dakota, Minn- 
esota, Nebraska and Kansas. 








Eleven million people within two 
hundred and fifty miles of our Home 
Office— plenty of opportunity for a 
good man. 


We still have a few good openings. 


Direct General Agency Contract—lib- 
eral commissions—but we are ‘‘hard- 


OUR FIELD boiled’’ on advances. 


Over a million and a hal) 
paid to policyholders im this 
territory 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 


S. M. CROSS, President 

















Over 11 Million Policies Now In Force 


Only four other life insurance com- 
panies in America have more policy 
contracts in force than this com- 
pany. The following figures show 
its remarkable growth in the last 
ten years: 





Jan. 1, 1914 Jan. 1, 1924 
seeeeconapensael $ 7,804,230 § 4,113,271 
$03,302 1,582,803 
73,455,636 351,140,583 


Assets 
Policies in Force..... 
Insurance in Force. 





Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 

















A Company with Friends Everywhere 


The agent who is selling insurance in this Company, which 
for seventy-three years has been rendering unexcelled service, 
does not work alone. Wherever he may be, he finds enthusiastic 
friends ready to help him by testifying that there is no better 
company in the land than the old Massachusetts Mutual. Its 
enviable record for service and the low net cost of the protection 
furnished make a combination that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 
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Now Let’s Get to Work 


THERE never was a more golden oppor- 
all kinds 


situation is particu- 


tunity for American business of 
than at present. The 
larly gratifying. Regardless of our po- 
litical affiliations, insurance men as a whole 
business outlook 


rejoice in the splendid 


The recent presidential election revealed 
the fact that 


strange 


those who are worshiping 


gods politically in this country, 
ure not as strong in numbers as had been 
anticipated 
Business has taken a stride forward 
since election day. The stock market has 
responded favorably to the optimistic sen- 


timent. The wheels of industry are turn- 


ing more rapidly. Conditions on the other 
side of the 


rcparations settlement will 


water have improved. The 
bring more sta- 
bility to finance over there. There will be 
a larger buying power on part of foreign 
countries In our own land the situation 
with regard to the farmers is considerably 
improved. The farmers themselves will 
now be in a position to enter the ranks of 
buyers on a larger scale 

As we see it, the big thing for the indi- 
vidual to do is to put in his best licks, to 
faith in his country 


while the 


go to work, to have 
and mankind, 


sun shines 


and to make hay 


Field for Charitable Bequests 


Pau. Hvut- 


depart- 


FoLLoWING the visit of E. 
legal 
Lire, to a 
talked on 


have 


home office 
Penn MUTUAL 


rINGER of the 
ment of the 
number of cities in which he 
charitable 
been working up 
Mr. HuttinGer sees in this domain a vast 
field for life solicitation. It 
opens up great possibilities 
tion. It is a territory that is practically 
HuTTINGER says that fre- 


bequests, several agents 


prospects in this line, 


insurance 
his estima- 


untouched. Mr. 
quently people might desire to leave a 
thousand dollars to a church, 
other institution. It would be impossible 
to leave this in a lump sum out of a small 
estate. It can be done through the medium 
of life msurance. Institutions of all kinds 
are seeking to raise money. They de- 


There 


are comparatively few persons who have 


or to some 


sire contributions large and small. 


the means to give a sum worth while at 
one time. If however, they can contribute 
on the installment plan by paying life in- 
surance premiums annually, they will be 
glad to do this. Mr. Hutrincer said that 


it is not the province of the life agent to 


stir up these contributors and philanthropic 
people primarily, but the officers and direc- 
tors of the various institutions should be 
convinced of the value of this means of 
They can do the suggest- 
Churches, hospitals, edu- 
charitable enterprises 
libraries and a 


securing money 
ing themselves. 
cational institutions, 
of various kinds, public 
dozen other enterprises that depend more 
or less on public contributions could well 
become the beneficiaries of life insurance 

Mr. Huttincer believes that despite the 
materialistic age and the selfish instinct, 
there is a great area, as he puts it, of ideal- 
ism. People in his opinion want to do 
something worth while and want to con 
tribute something to permanent 
These ideals can be made practical 
through the medium of life insurance. 
These dreams can come true. 

Agents who have followed Mr. Hurt- 
TINGER’S advice, are surprised at the re- 
sults they are able to get. Every agent is 
acquainted with a number of institutions 
that would be glad to be benefited in this 
way It opens the way for modest con- 
irtbutions, as well as large ones 


good. 


On Furnishing Recommendations 


Wov.tp it not be observing a higher 
standard of ethics were men to refuse to 
recommend any one concerning whom 
there is much doubt or there is known 
deficiency? Almost any man apparently 
can secure a recommendation from those 

Seemingly, they sink their 
in the effort to get a friend 
A man seeking 


ot repute 
conscience 
lodged in some position. 
information as to another wants only the 


Definition Is 


Ar a Chicago convention the other 


day, a speaker detined a pessimist as one 


who saw failure in every opportunity 


and an optimist who saw opportunity in 


every failure. There is plenty of homely 


philosophy in this epigram. Some times 


in compact, tabloid form, a writer or 


facts he can 
employ 


truth. If he knows the 
act intelligently and perhaps 
the man and guide him in the right way. 
If however, he takes a 
employ whom he feels measures up to 
a standard and been 
deceived by those recom- 
mended him, the only 
loses his position but has descended sev- 


man in his 


finds he has 
who have 


employee not 


eral steps in the down hill path 


Worth While 


speaker compresses wisdom that is ap- 


pealing. There have been many other 
definitions of a pessimist and optimist. 
We doubt if any has ever been given 
that hits the mark any more closely than 
this It 


worth while 


carries a lesson that is well 
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the Marmaduke Corbyn 
Central States 
Oklahoma City, 
anniversary with 
During the nine 


On Nov. 1 
general agency of the 
Life of St. Louis, at 
celebrated its ninth 
appropriate exercises. 
vears the agency has built up $9,000,000 
of insurance for the Central States in 
Oklahoma. Mr. Corbyn has designated 
November as Anniversary Month and 
has set a goal of $450,000 in paid-for. 


He also plans to build up the agency 
by recruiting additional workers and 
has offered prizes for new men who 


produce at least three applications their 
first 30 days on the job. He has also 
launched an “App-a-Week Club.” He 
knows of three salesmen who have pro 
duced some business for 240 weeks, and 
each of those men has made more money 
during that time than during any similar 


period in his lite msurance career 


Thomas Payne Thompson, associate 
general agent of the Equitable Life of 
New York, at New Orleans, died there 
last week. He had been ill for nearly 
a vear, but had been confined to his 
bed for two weeks He was 64 He 
entered the employ of the Equitable, as 
in agent in 1891, and was made asso 


clate general agent eight or ten vears 
ago, He was one ot the largest pro 
ducers oi life insurance in the United 
States 


He was intensely devoted to civic wel 
fare and was a student all his life. He 
was especially interested in Louisiana 
matters, and got together what is ad 
mitted to be the largest coilection oi 
original documents and books in the 
United States on the origin and sub 
sequent development of the state. His 
collection contains more than 10,000 
items. He did not stop with the mere 
collecting—he studied the documents 
and contributed many articles to maga- 
zines and newspapers, clearing up foggy 
points in history. He was a past presi- 
dent of the Life Underwriters Asso- 
ciation of Louisiana. 


Charles S. Albert, special representa- 
tive of the Connecticut Mutual Life at 
Springfield, Mass., during October wrote 
$253,400 on 120 persons, establishing a 
record for the company. Mr. Albert 
accomplished this with no special prep- 
aration from the standpoint of publicity 
or advertising, and had no one assisting 
him in his work. While far from estab- 
lishing a new record in the number of 
applications secured during his month, 
this accomplishment is worthy of note. 


W. W. Williamson, Chicago, manager 
of the Phoenix Mutual Life, who has 
ust been elected president of the Chi- 
cago Life Underwriters Association, was 
born at Fidelity, Ill., in 1867. His first 
business experience was as stenographer 


in the Charles FE. Hires Company, well 
known root beer manufacturer. He held 
positions in practically every depart- 


ment, finally becoming treasurer and 
general manager. He realized then that 
there was no further room ior growth 
and no incentive to development if he 
stayed with that company, and he de- 
cided to get into some line of work on a 
commission basis so that his income 
would depend upon his own efforts. At 
that time he had no thought of entering 
life insurance, as he had a very light re- 
gard tor insurance agents Instead he 
became a bond salesman, a line which 
he followed for four vears 

During the war, however, the bond 
came aenipel to a standstill 
Willia on lo ed ror soTne 
other line of work At this time he was 
offered a position with the Phoenix 
Mutual | ite, ind at about the 
time a verv attractive ofter came trom 


business 


and Mr. 


same 
a large advertising agency, a line of 
work in which he was very deeply in 
terested He weighed both of these 
offerings very carefully, taking week's 
vacation at Atlantic City for the pur 
pose of giving them thorough considera- 





WwW. W. WELLIAMSON 


President Chicage Life Underwrit- 
ers Associat 


New 





tion. At the end of that week, he had 
come to the conclusion that life insur- 
ance was the only field for him. Conse- 
quently he started in 1916 as an agent 
for the Phoenix Mutual Life. 

His first experience was very dis- 
couragineg as he sold only one policy mn 
the entire summer He stuck 
resolution, however, and soon began to 
succeed, in a short time reaching the 
$500,000 a year mark, which he has con- 
sistently held ever since. In September, 
1919, he was appointed Chicago branch 
office manager, but even with the duties 
involved in this position, has continued 
to produce at least $500,000 a year paid 
for business. Sa far this vear he has 
produced more than $800,000, 
giving a great deal of attention to the 
development of his agency, which con- 
sists at present of about 20 men. Mr 
Williamson is president of the Phoenix 
Mutual Field Men’s Association, an or- 
ganization of the company’s agents. 


to his 


besides 


Ralph Holterhoff, general agent ot 
the State Mutual of Massachusetts, and 
Laurence Witten, general agent for the 
Massachusetts Mutual in Cincinnati, 
were prominent members of the local 
committee in Cincinnati which had 
charge of the city manager charter 
campaign concluded successfully last 
week. Cincinnati has voted to adopt 
the city manager plan of city govern- 
ment by a vote of 2 to 1. Both Mr 
Witten and Mr. Holterhoff were men- 
tioned by the local press as leaders in 
the fight for adoption of the new char- 
ter 

Gen. S. Herbert Wolfe. vice-com- 
mander of the Military Order of the 
World War, and better known to un- 
derwriters as a prominent consulting ac- 
tuary at New York City, participated in 
the unveiling of a bronze tablet aboard 
the White Star liner Baltic. in New York 
Citv harbor Nov. 6. Che tablet com 
memorates the departure of General 
Pershing and the first detachment of 
the Americar Expeditionary Force 
overseas on the Baltic in May, 1917 
Commi-siored as a major early in the 
world war S. H. Wolle 
promoted to a colonelcy and to a briga 
dier generalshin in appreciation of his 
important services 


was successively 


James A. Rodman. vice-president ot 
the Northwestern Life of Omaha, was 


elected a member of the lower house in 
Nebraska. and will be one of the active 
candidates for speaker Only halt i 
dozen old men on the Renublican side 


and this narrows the list 
idine officer Mr 


Kim 


were re-elected 
of candidates for pre 


Rodman was twice a member fron 
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ball county, before removing to Omaha, 
and also represented the district in the 
constitutional convention in 1920. He is 
popular and aggressive. 


Frederick M. Dickerman, associate 
manager of the Guardian Life at Indian- 
apolis, was elected to the Indiana legis- 
lature as a senator last Tuesday 

John R. Norris, who was formerly in 
the life insurance business in Chicago 
and was well known in that city, is in 
a hospital at San Francisco, and is said 
to be very seriously ill. 

In the November issue of the “World's 
Work” appears an article entitled “The 
Widow's Money.” It is the result of 
an interview with Second Vice-Presi- 
dent John A. Stevenson of the Equit- 
able Life of New York. It has a direct 
bearing on the value of life income in- 
surance. 


President C. W. Brandon of the 
Columbus Mutual Life was in Chicago 
this week On Tuesday and Wednes- 
day he attended the meeting of the 
Association of Life Agency Officers 
On Monday he entertained the agency 
force of E. E. Besser, one of the Chi 
cago general agents. 

President Daniel Boone, Jr., of the 
Midland Life of Kansas City, who was 
stricken ‘with serious illness while at- 
tending the meeting of the American 
Life Convention at New Orleans, is now 
back at his desk. He was laid up for 
three weeks. Mr. Boone up to that time 
had never lost a day on account of 
illness 


J. W. Estes, co-manager of the Aetna 
Life at St. Louis, has been elected to 
the board of directors of the newly 
organized Surety Loan & Thrift Com 
pany of St. Louis, which opens for 
business Nov. 15. The company, headed 
by prominent St. Louis business men, is 
a subsidiary of the People’s Finance & 
Thritt Company, a national organization 
founded by Albert B. Whimselt to pro 
vide a way tor persons of small means 
to borrow small amounts of money at 
reasonable interest rates rhe plan 
saves many working men and women 
om the clutches of loan sharks. 


Percy C. H. Papps, mathematician 
of the Mutual Benefit Life, was in Chi- 
cago this week and addressed the agents 
connected with General Agent A. A. 
Drew's office Monday morning. 


John D. Sage, president of the Union 
Central Life, has been elected a direc 
tor of the Cincinnati Business Men's 
Club for three years. Eugene Buss, 
Cincinnati manager of the Travelers, 
was one of the judges of the election 


Bankers Life Figures 


The Bankers Life of lowa up to Oct. 
27 had written $11,752,791 of new busi- 
ness for the month as compared with 
$10,446,695 for the entire month last 
vear. Based on records made so far 
this vear, the 1924 business will run 
close to $122,000,000, or approximately 
$11,000,000 more than 1923. This will 
be the seventh consecutive year the 
company’s business has shown an in- 
crease The Bankers’ Life now has 
$750,000,000 of insurance in force 


Des Moines L. & A. Increase 


The Des Moines Life & Annuity 
which recently absorbed the Preferred 
Risk Life, reports an increase in the 
first ten months of the year of 30 per 
cent over a year ago. The financial 
Statement of the company issued in 
lune showed $18,148,000 in’ insurance 

force: total assets of $1,884,732.16, 
and liabilities, $1.134,363.83 

rerritory of the company now in 
Indes lowa, South Dakota, Minnesota, 


Missouri and Nebraska, with branch 
flees located at Sioux City. Waterloo, 
Sioux Falls, Lincoln and Omaha \ 
new office is to be opened in St. Louis 


in the near future 
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Joyous Prospects 


Happy indeed is the life 
outlook for this laughing 
daughter of Dr. J. W. Avery 





of Fresno, California. 

Her education is assured 
and she will have a dowry, 
whether her father lives or 





not, through the means of her 
new Juvenile Policy in The 
Lincoln National Life Insur- 
ance Company. 

This policy is written on 
the lives of children ages | 
day up to 14 vears and 
reaches full face value on the 
anniversary of the policy on 
which the insurance age of 
the child is 5 years. 

The Juvenile Policy is is 
sued on 20 Pay Life, 20 Year 
Endowment or Terminal En 
dowments maturing at ages 
16to 21 inclusive. Waiver of 
further premiums in event of 
the death or disability of the 
father may be provided by 





the Payor Insurance feature. 
Results being obtained by Lincoln National Life agents in the sale of this 


new Juvenile Policy offer another reason why it pays to 
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The 


incoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character”’ 


Lincoln Life Building Fort Wayne, Ind. 
Now More Than $325,000,000 In Force 
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FLORIDA APPOINTMENTS MADE 





Volunteer State Life Names Fred W. 
Vanderpool at Miami and J. E. 
Daniels at Pensacola 


The Volunteer State Life has ap- 
pointed Fred W. Vanderpool general 
agent at Miami, Fla., with supervision 
over several adje acent counties along the 
eastern shore of the state. Mr. Vander- 
pool has one of the largest general in- 
surance agencies in the state, and has 
had many years of — in all 








the churches had to 
of salesmanship. 


‘salesmanship,’ and 
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The church strives to render service. 
the life insurance agent does not ‘‘sell”’ 
enter into contracts with their fellow-men, through a responsible corporation, 
in order to protect their families in case of their own premature death, and 
in addition to protect society, to teach good citizenship, and to save money 
or themselves if they live long. 


of his own profession. 


branches of insurance. He recently 
erected an office building in the heart of 
the business district of Miami, his 
agency occupying the first and second 
floors. Mr. Vanderpool has secured the 
services of A. T. Breckinridge to man- 
age the life department of his agency. 
Mr. Breckinridge was a lieutenant in the 
machine gun battalion of the 35th divi- 
sion, and was wounded in the Argonne 
during the war. After returning to this 
country, he was associated for a time 
with the Arnette agency of the Fidelity 
Mutual in Chic ago, and during that time 
was graduated trom the life insurance 
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school of aiiaiieuiiine of the Carnegie 
School of Technology, Pittsburgh. He 
came to the Vanderpool agency follow- 
ing successful service with the Fidelity 


Mutual Life in the W ashington, D. a 
agency. C. Stanley Snyder, for some 
years associated with the home ofhce 


agency, has removed to Miami, and will 
hencetorward be associated with the 
Vanderpool Agency. 

The Volunteer State Life has also op- 
pointed J. E. Daniels general agent for 
the extreme western portion of Florida 
with headquarters at Pensacola. Mr. 
Daniels has been general agent for the 
Fidelity & Casualty at Pensacola for 
many years, and has built up a large 
business. He has an able associate in 
a Golay, who has had some experi- 
ence in life insurance, and who will 
henceforth devote the major portion of 











Not a Commodity, But a Service 


An ambitious broadcaster lately held forth in New York on the subject 
of church advertising. He seemed to consider religion as a commodity which 
“sell,” and to think that success was a mere matter 


Life insurance has latterly fallen into the same grotesque error. Com- 
panies and agents are more and more talking about the ‘‘sales organization,” 
‘selling’ life insurance. People sometimes get infatu- 
ated with a word, and ‘‘salesmanship” is just now a favorite word. 


The Gospel is not a commodity, and the church has nothing to sell. 
Life insurance is not a commodity, and the agent has nothing to sell. 


The Gospel of the churches and the Gospel of life insurance teach right 
ways of living, teach duty, and duty is a very broad word, meaning in both 
the church and in life insurannce pretty much the whole duty of man. 


a commodity. 


Persuading a man to provide for his family and his own old age, or to 
open a savings-bank account, is not ‘‘selling’’ him anything. It is doing him 
a service. If he accepts your service he at once becomes a better husband 
and father, a better citizen, and a happier man. 


A mutual life insurance company is truly a public service corporation. 
Its business is to preserve and conserve through that co-operation which 
lies at the very heart of a free society and an orderly government. 
Insurance struggles against the world’s general disposition to waste—to 
waste property, to waste life; it saves for the community quite as much as 
it does for the individual. 


When an agent for the New York Life attempts to ‘‘sell”” 
tell him he doesn’t know his own business, that he is missing the fine flavor 
“you. We have a great 
service to render; and any agent of the Company will be very glad to talk 
| with you about that service. 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 


We have nothing to “sell 





So does life insurance. Certainly 
He persuades men to 





Life 


you a policy 
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his time to the life department of the 
Daniels agency. 


ARE NORTHWEST MANAGERS 





Hughes & Scott of Minneapolis Given 
Supervision of Three States for 
Lincoln National Life 





Hughes & Scott, managers of north- 
western agencies, is the title given by 
the Lincoln National Life to the new 
general agency formed by Thomas D. 
Hughes, formerly a vice-president of the 
company, and Wright W. Scott, for- 
merly assistant secretary and manager 
of the loan department. Hughes & 
Scott. with their offices located at 200 
Lincoln Bank building, Minneapolis, 
have charge of the states of Minnesota, 
North Dakota and Wisconsin. Their 
contract is effective Nov. 1, and they 
have already begun their work of or- 
ganizing the territory. 

T. D. Hughes has been a life insur- 
ance man for the past 25 years, having 
started with the Equitable Life of New 
York and later becoming vice-president 
and agency manager of the Pioneer Life 
of North Dakota. When that company 
was merged with the Lincoln National 
Life in 1917 he was made vice-president 
and manager of northwestern agencies, 
with the direct supervision of North and 
South Dakota, Wisconsin, Minnesota 
and Montana. 

W. W. Scott has been in life insurance 
work for the past 10 years. In 1915 he 
left a position as bank cashier to be- 
come assistant treasurer of the Pioneer 
Life. He was assistant secretary and 
manager of the loan department and a 
director of the Lincoln National Life 


BOYCE IS MADE SUPERVISOR 


Equitable Life of New York Announces 
New Lineup for Minnesota and 
North Dakota. 


William L. Boyce, district manager of 
the Equitable Life of New York, with 
headquarters at Fargo, N. D., has been 
appointed supervisor of agents in the 
territory including South Dakota and 
7 His headquarters will be in 
St. Paul. 

“Mr Boyce, formerly of Kenmare, was 
graduated from the University of North 
Dakota in 1917. He is an ex-service 


man, prominent in American Legion 
circles. Officials declare that the pro- 
motion is in recognition of Mr. Bovce’s 


efforts in Fargo during the past five 
vears during which he built up the local 
organization from a mere beginning to 
an influential business. 

The territory over which Mr pe 
has had supervision will be divided and 
two managers will handle the work. H. 
1. Gilbertson, who has acted as Mr. 
Bovce’s assistant, will have charge of 
the southern half of North Dakota. He 
will be assisted by C. P. Trisko as field 
assistant. Arthur Mallory, with a field 
assistant not vet appointed, will have 
the northern half. After the first of the 
vear headquarters for the northern half 
of the state will be maintained at Grand 
Forks with Mr. Mallory in charge 
Headquarters for the southern half will 
continue at Fargo. 

\ farewell luncheon for Mr. Boyce 
was given by Fargo insurance men and 
numerous narties were given for Mr. 
and Mrs. Boyce. 


Plan for Chicago Agency 


The Minnesota Mutual has formed a 
strong combination of the old Boyle & 
Royle Agency at Chicago and Joseph R 
Weese, formerly general agent for the 
company at Lewistown. Mont. The 
Boyle & Bovle Agency has long been 
the company’s largest agency in Chi- 
cago. and John Bovle, the senior part- 
ner, the company’s largest personal pro- 
ducer at that point. Under the new ar- 
rangement, Bovle & Boyle and Joseph 
R. Weese will office together at 495 
Austin Building, 111 W. Jackson boule- 
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Cemnestienita Cantatas ' th t a unce that | lanigan, 1 
N. » aS agency Manager for Nebraska ,. isu ity mac I B ~ I cate I vate E actuary of the Bankers Life of Iowa, | '™ order to secure licenses after Jan. 1, 
and has taken charge of its office at ‘ alt ance Business, oui will tal on lut ; to sign applications, as has been the case, 
ovis M Beng os ; é Butler, president, Travelers 1 ake up his dutie 5 as agency man for each company he desires to repre- 
maha. Mr. Fisk has been tor the past “Connecticut's Contribution to the Fire ager for the New York district Dec. 1 sent His qualification certificate ob- 
year agency manager at Lincoln for the nsurance Business,” Richard M. Bissell instead of Feb. 1, 1925, as originally viates the necessity of his signing up 
New York Life. Before going to Lin- , president, Hartford planned Mr. Flanigan has been with for each company. 
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ers and Bankers Life means 
bringing a new business into 
your town. 


Premium payments are de- 


posited with your Banker and 


Investments made in your 
Territory. 


That means a better stand- 
ing and easier sales in your 
Community. 
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H. K. Lindsley 
PRESIDENT 
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FIELD SUPERVISOR 


Frank B. Jacobshagen 
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CAN YOU QUALIFY 


For a General Agency proposition in Missouri, 
Minnesota or South Dakota, with a Company 
which gives real service to its Agency force, 
and under direct Home Office connection. 


Des Moines Life and Annuity Co. 


“The Company of Co-operation”’ 


DES MOINES - += -= = - IOWA 




















Get enough accident and health insurance? Want to sell more? A tip—read The 
Review, an illustrated monthig magazine for accident and insurance salesmen. Full o’ 
! Send ten cents for sample conv or for a year’s ow! te 
. 1869 Insurance Exchange, 



































of Congress. The plan is to start the 
work at once so that the bills may be 
ready for introduction when the legisla- 
ture meets here in January. 
fication of the laws does not 
to include the enactment of any 
surance legislation. The 
bring together in one concise form all 
of the insurance laws now on the statute 
books and to clarify those 
are ambiguous. 

For several years the state has 
attempting a codification of all 
relating to each specific branch of state 
activities. Many of the codification bills 
are worked out under the direction and 
supervision of the revisor of the statutes. 


propose 
new in- 








Missouri Guard’s Group Plan 


Adjutant General Raupp of the 


an announcement of a plan to insure 


The codi- | 
plan is to | 
sections that | 


been | 
laws | 


Missouri National Guard has just made | 


| members of the Missouri guard under a | 


The 


| group life insurance plan. 


j}ance will be carried by the Missouri 
| State Life, Travelers and the Aetna 
| Life. The total coverage will run to 


several million dollars. 





| 

Duane C, Stocking. for 20 vears a rep- 
resentative of the New York Life at 

| Rockford, Ill. dropped dead there last 


| week 


insur- | 
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EDW. G. SOURBIER CHAS. W. FOLZ 
President Secrecary IN THE MISSISSIPPI VALLEY 
Age of this Life Insurance 
° , in force SEEK NEW WISCONSIN CODE MISSOURI ELECTION PLEASES 
Institution— Industrial co 
Y ’ Ordinary 4 more than commences 
15 Years! —s INSURANCE, USSU $89,000,000 Commissioner Smith Confers With In- Insurance Men of That State Feel They 
surance Organizations on Codifi- Will Get Fair Treatment From 
e Get the Reason! cation of Laws New Governor 
| —— -— - 
Public Savings Building : : : : Indianapolis, Indiana cation of the insurance laws of Wiscoa- | A. * Baker, , Republica ‘was cect gov- 
sin will be one of the big bills to come | ernor of issouri over Dr. Arthur $ 
PROTECTION FROM AGE 1 DAY TO 65 YEARS before the coming session of the legis- | Nelson, Democrat, of Bunceton, Mo., by 
lature for consideration. Commissioner | a plurality of 9339 on the complete and 
W. Stanley Smith went to Milwaukee | unofficial returns from the state. 
Thursday to confer with the insurance Mr. Baker was formerly state superin- 
organizations over methods for facilitat- | tendent of education, and has long been 
A. MOORMAN & COMPANY ing the codification work. He has al-| regarded as one of the outstanding fig- 
A ready taken the matter up with the offi- | ures in Missouri politics. His adminis- 
ARCHITECTS ENGINEERS BUILDERS cers of the Milwaukee Board, the state | tration of the previous offices he held 
° ° ° e association of insurance agents and the | was marked by one ay sap fairness to all 
Fi nancla ] an d Insurance B ul ld ings Insurance Federation. elements w - w aes ne come in contact, 
A Nation-wide Service Commissioner Smith declares that a | and it is believed that he will so admin- 
came codification of the laws is necessary be- | ister the highest executive office in the 
Under Our Service: : ‘ , | cause of many conflicting enactments. | state. Insurance men throughout the 
One organization is responsible for the entire opera- The plan proposed is to bring all laws | state feel that they will receive fair 
tion. | relating to each subject of insurance in- | treatment a him ae ce sl 
: : : to one section. This is probably the | souri, as he is very broad-minded an 
The cost is determined before the final working plans | brestest piece of consolidation work | conservative. There is little danger of 
are made. which has been proposed since the city | amy radical legislation coming out of 
° ° ° prof ; c ff City 4 > a ; 
The construction period is usually about one-half the | charter laws were revised four years | Jef ersen ity ; uring the _next fou 
average time required. —_ me Chane Supe | "Tike torm of Ben C. Hyde as superie 
| Tentative ans Prepare > te : yde as s - 
Finer workmanship is possible because of our special- ; lneusence nl 
| - ; ; nee | tendent of insurance does not expire 
ization upon monumental types of buildings. Tentative plans for Linea out the | until July 1, 1925, and it is very early 
| — bills — <4 a to speculate as to whether he will con- 
o pare t is proposed to create a COd€ | tinue in that office. While Governor 
Sixth Floor, Chamber of Commerce Bldg. | committee to represent each branch of | arthur M. Hyde and his ne hg admin- 
Saint Paul, Minnesota | the insurance business. Ro ny = — | istration were very active for Baker in 
4 pamphlet explaining the scope of our service sent upon request. representatives for stock fire, mutual | jhe primary and later in the general elec- 
p pl g pe if fire, stock casualty, mutual casualty, le- | gion campaign, it is said on good author- 
| gal reserve life, fraternal, casualty and | jy that Mr. Baker is under no special 
surety and each branch will have an | political obligations to Governor Hyde 
a ee, | agency and a company representative. | or any one else. When it comes time to 
[he committee to work out the plan | cejece a man for superintendent of 
| would probably be composed of 14 | jncurance. those who best know Mb. 
| members. Sub-committees would be | Baker say that he will carefully consider 
| formed to work out the _consolidation | the interests of all elements in insur- 
| and codification for each of the different | ance, and will name a man who he feels 
| branches of insurance business. _ When will fill the post without showing fav- 
The Mutual Life Insurance Company ox New York has a this work was in progress in Michigan | oritism to any group. 
record of EIGHTY YEARS of prosperous and successful busi- | oe each fo pemypce am on a 
ness. It has passed through panics, pestilence and wars un- po ge ye ee seater dames, | BAKER IS REELECTED 
harmed, and to-day, as a result of eight decades of endeavor, prised of representatives of his line of TOPEKA, KAS., Nov. 11.—William 
offers financial strength, reputation, magnitude, leadership, and insurance, Under this method, every | R. Baker, Kansas Me A st of in- 
life insurance service. | angle of the insurance situation was | surance, was reelected by approximately 
| brought to action on obligation meas- | 70,000 over F. L. McElroy, Democratic 
Those considering life insurance as ures. Bi _ | candidate. 
a profession are invited to appl te | The codification will comprise a revis- The campaign directed against Mr. 
y | ion of all insurance laws touching on | Baker was a peculiar one and apparently 
taxation, licenses, and reciprocal or | had no effect. The Democratic commit- 
The Mutual Life Insurance Com [retaliatory laws, fee sent out statements to fire insurance 
pany | May Follow Michigan Code agents advising that if its candidate won 
the fire insurance rate case would be 
of New York r ve ; he f 
cw The Michigan code, which may be | dismissed and the agents would get their 
| used for the Wisconsin codification, has | commissions involved in the impounded 
34 Nassau Street, New York | been proposed for the district of Colum- | premiums. This was the only campaign 
| bia and a bill embodying these insurance | document circulated in the entire cam- 
ee | laws was introduced at the last session | paign. 
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HOPE FOR REAL DEPARTMENT 


Nebraskans Plan Drive for Better Ap- 
propriation and Also to Separate 
Insurance Supervision 


LINCOLN, NEB., Nov. 11.—Neb- 
raska insurance men express satisfaction 
over the election of former Senator 
Adam McMullen, a Republican, as gov- 
ernor. Mr. McMullen is an outstanding 
resident of Beatrice, where he is en- 
gaged in banking and farming on a large 
scale. He has been a member of both 
the senate and house, and has an excel- 
lent knowledge of the inside workings 
of the state government . 

It is believed that it will be possible 
to interest him in the plan closest to the 
heart of the insurance leaders of the 
state, that of securing enough of the 
taxes paid into the treasury by the com- 
pany to finance a real insurance depart- 
ment for Nebraska. Governor Bryan 
was so intent on making a record tor 
economical operation of the various de- 
partments under his direct control that 
it was impossible to get him back of 
the appropriations imperatively needed 

The result was that the insurance 
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bureau was run on a smaller approp- 
riation than usual, that part of the sal- 
arv paid its head was given to the secre- 
tary of trade and commerce, to piece 
out his pay, and the bureau has been 
run without any actuary, that work be- 
ing gratuitously performed by outside 
experts, when done. 

M. A. Hyde, who has had the matter 
in charge, teels hopeful that the legisla 
ture will create a separate department 
of insurance. The State Bankers’ Asso- 
ciation recently passed resolutions in- 
sisting that the banking bureau be made 
a separate department, and as the in- 
surance bureau is the principal activity 
linked up with it this would make it eas- 
ier to secure what is wanted. 


Life Women Have Exhibits 


Women represented life and other 
branches of insurance, in the third 
annual exhibit of the Women's Cham- 


ber of Commerce of Kansas City, Nov 
6-7. Miss Dora C. Mathes, cashier of 
the Kansas City Life, had a booth in 
which large photographs of the new 
building, a small replica of the struc- 
ture and literature were used effectively 
in display and advertising. Miss Reine 
Flether had a booth exploiting her serv- 
ices, and those of the W. B. Johnson 
& Co. agency, with which she is con- 
necting, selling all lines. The Kansas 
City Women's Chamber of Commerce 
is one of the two women’s organiza- 
tions affiliated with the Chamber of 
Commerce of the United States 





Report on Wisconsin State Fund 


The annual report of W. Stanley 
Smith, commissioner of insurance of 
Wisconsin, shows a premium income 
for the state life insurance’ fund 


of Wisconsin since its creation § in 
1911 of $150,069. The interest income 
has been $32,519.79. The fund has paid 
death claims amounting to $20,100 and 
dividends amounting to $22,144.95 to 
policyholders. Disbursements, including 


LIFE INSURANCE EDITION 


surrender values and other payments to 


The 


policyholders, totaled $54,685.67. 
total expenses of the fund since its or 
ganization amount to only $7,815.80 
The report shows the condition of the 


tund on Dec. 31, 1923, to be: Admitted 
assets, $124,257.89; liabilities $110,018; 
surplus $14,239.74; insurance in force, 


$406,000, 





Hastings to Visit Milwaukee 


Glover S. Hastings, superintendent of 
agencies for New England Mutual Life, 
will be the guest of the Wisconsin and 
Northern Michigan general agency of 
that company at a big meeting of agents 
to be held at Milwaukee Nov. 14. A. L. 


Saltzstein, general agent, is in charge of 


plans for Mr. Hastings’ reception. 


Wisconsin 1923 Business 


Life insurance written in Wisconsin 
in 1923 showed an increase of 16.4 per- 
cent over that written in 1922 with a 
total tor last vear of $233,848,673, the an- 
nual report of W. Stanley Smith, com- 
missioner of insurance, shows in 1922 
the total was $200,966,274 and in 1921, 
$170,909,431. 

Total business in force in the state in 
1923 was a gain of 14 percent over 1922, 
showing $1,137,159.251 against $997,925,- 
051 m 1922. 

Ordinary 
$946,268, 587, 


totals 


$153, 


insurance in torce 
industrial insurance 


075,485, and group insurance $57,815, 
179 
Olsness Reelected 
S. A. Olsness was reelected insurance 


Dakota at the 
leading his 


commissioner of North 
general election last 
opponent by a very 


week, 
safe majority 





Samuel O. Buckner, inspector of agen 
cies for the Milwaukee office of the New 
York Life, was reelected president of the 
heard of trustees of the Milwaukee Art 
Institute at its annual meeting last 
week. Mr. Buckner has been head of the 
Art Institute board for several years 











IN THE SOUTH AND SOUTHWEST 
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THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE CO. 


A GOOD WESTERN COMPANY 
CEDAR 


etiam Up-To-Date Policies Liberal Contracts 
Iowa, South Dakota, Minnesota, Nebraska 














POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of twenty- 
two years of careful research experience. 


THE OTIS HANN COMPANY 
10 Se. La Salle St. Chicago, Iilineis 











WILL REVIVE STATE MUTUAL 


Policyholders of the Rome, Ga., Life 
Company, Vote to Rehabilitate the 
Old Institution 


The State Mutual Life of Rome, Ga., 
will be rehabilitated. It was placed in 
the hands of the state insurance depart- 
ment, nine years ago, but by the ma- 
jority vote of policyholders, it will now 
become active. Insurance Commis- 
sioner Wright of Georgia authorized 
a vote to be taken as to whether 
the company should be revived or its 
business _ reinsured. Col. Hamilton 
Yancey of Rome, Ga., has been in 
charge of the company during the nine 
years, being appointed special deputy 
by the department, to administer its af 
fairs. Its assets are more than $300,- 
000 and its business in force is about 
$7,000,000. No new business has been 
written since the company was placed in 
the hands of the department. It is 
stated that a meeting of policyholders 


will be held in the near future, when 

plan of reorganization will be sub- 
mitted A number of bids were made 
lor the company. 


Writes Big Group Policy 


The Provident Life & Accident of 
Chattanooga has written group life in 
surance on the 1,089 employes of the 
Nashville Railway & Light Company. 
Nashville, Tenn., and on the 2,800 em- 
ploves of the Tennessee Electric Com- 
pany, of which the Nashville company is 


a subsidiary. 


James W. Sinton, Jr.. assistant actu- 
ary of the Atlantic Life, and Miss Elise 
Hardwicke, connected with the actuarial 
were mar- 


FACING ASSESSMENT DELUGE 


Concerns Driven from Oklahoma Turn 
to Arkansas—Seek Regulatory Law 
in That State 


LITTLE ROCK, ARK., Nov. 11. 
Arkansas is threatened with a deluge 
of assessment concerns which are being 
driven out of Oklahoma, Under the 
new law passed by the legislature of 
that state all the assessment organiza- 
tions must get on an adequate 
with reserves that will take care of their 
obligations. They are given until July 
1, 1925, to comply with this law. Some 
of them are already quitting the state 
Some will probably comply with the 
law while others are expected to con 
tinue in business until the expiration of 
the time limit and then come to Arkan- 
sas. 

Arkansas has no laws for the regula- 
tion of companies. Efforts 
have been made during recent years to 


basis 


assessment 


secure such legislation, but they all 
have tailed There are about 20 such 
companies operating in the state now 






THE PEERLESS LIFE INSURANCE COMPANY 


OF KANSAS CITY, MISSOURI 







WANTS GENERAL AGENTS FOR HANNIBAL, KIRKS- 
VILLE, CHILLICOTHE, ST. JOSEPH AND ROCKPORT 


LIFE ACCIDENT HEALTH 









































SAFE AS A GOVERNMENT BOND 


©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT “~° MONTHLY INCOME INSURANCE 


Siadeeae LATEST POLICIES AND AGENCY CONTRACT Ba'Uaz ne 
Openings Obie, Ind. Ky., Mich. W. Va. Tex. and Okle. Write Columbus 




















Service to Policy Holders 


Live Up-to-Date Policies 





H. B. HILL, President 


MUTUAL LIFE OF ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


|| Operates under the Famous “‘Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 


A few good openings for good live producers in Illinois. 
N. H. WALT, Vice-Pres. and Agency Director 

















HOME OFFICE 
SPRINGFIELD, ILLINOIS 


Service to Agents Service to the Public 


Ordinary Life Limited Payment and Endowments 
Invited. 


JAS. FAIRLIE , Vice-Pres. and Actuary DR. J.R. NEAL, See. 
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One Hundred Men Wanted 


BEFORE JANUARY Ist, 1925 


eeneneeeeeneneenenetseneseses 


We want to reach the $100,000,000 mark of 
business in force during 1925. We want one hun- 
dred or more men who will support themselves by 
writing life insurance—and appoint other men that 
will support themselves by writing life insurance 
and get those men to appoint other men and those 
others still others. The result of such a procedure 
is startling. 


Write direct to the Home Office for details of 
the DIRECT AGENCY SYSTEM or get in touch 
with any of our agents in the field and they will 
gladly explain it to you. 


We are now operating in Ohio, Indiana, IIli- 
nois, Michigan, Iowa, Missouri, Kansas, Okla- 
homa, Colorado, Nebraska, Kentucky, West Vir- 
ginia, Pennsylvania, Virginia, Maryland, District 
of Columbia and Florida. 


We are making a world’s record. Come with 
us and grow. 


The Columbus Mutual Life 
INSURANCE COMPANY 
Columbus, Ohio 


C. W. BRANDON, President D. E. BALL, Secretary and Actuary 




















EQUITABLE LIFE OF IOWA 


Now Occupies Its 


NEW 18-STORY 
HOME OFFICE BUILDING 


In Des Moines 


ra 


With increased facilities, it is now 
better prepared than ever before 
to render service to its policy- 
holders, agents and friends. 
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National W A d Produce 
Underwriter ant S Results 
One lach, One Column wide, one time, $5.06 
Write, Wire or Phone to 
The National Underwriter, 1362 Ins. Exch. 
Phone Wabash 2704 CHICAGO 














and very few of them are paying the full 
amount of the claims against them. 
Many of them scale their claims as low 
as 20 percent of the face value and the 
beneficiary who had expected $1,000 will 
do well to get $200. The annual reports 
filed in the office of the commissioner 
show that many of these companies pay 
excessive salaries to managers and offi- 
cers. One small company, which scales 
its claims about 25 to 30 percent, pays 
the president and his wife $20,000 a year. 
The imminence of this Oklahoma 
deluge will probably mean another ef- 
fort in the legislature which meets in 
January to enact laws that will protect 
the policyholders in this type of com- 
pany. 

Eight monthly and weekly assessment 
associations doing business in Arkansas 
in 1923 collected assessments totaling 
$451,242 from 35,366 members and paid 
claims totaling $261,348, according to 
the insurance commissioner’s records. 
The report of Commissioner Bullion 
shows also that 32 prorata insurance 
associations were licensed in the state 
last year, and that they had 63,134 cer- 
tificates in effect at the end of the year. 
They collected $1,377,047 in assessments, 
and paid claims totaling $718,490. Other 
expenses, exclusive of claims, amounted 
to $595,589. 


MITCHELL MADE PRESIDENT 





Officers Elected by New Fort Worth 
Life Company But Name Not 
Announced 





FORT WORTH, TEX., Nov. 12.— 
Officers for the new life insurance com- 
pany organized here were elected this 
week. They are: J. W. Mitchell, head 
of the Mitchell, Gartner & Walton in- 
surance firm, president; W. E. Connell, 
president of the First National Bank, 
vice-president; K. M. Van Zandt, vice- 
president and general manager, and Joe 
H. Barwise, counsel, The board of di- 
rectors is composed of J. W. Mitchell, 
W. E. Connell, Lloyd H .McGee, Joe H. 
Barwise and K. M. Van Zandt. 

The name of the new company has 
not been made public. The capital 
stock is $500,000. The greater part has 
been taken by business men and bankers 
of Fort Worth who have been identi- 
fied with its development for the past 
quarter of a century. A block of the 
stock has been reserved for bankers 
and business men in west Texas and 
the Panhandle sections. This will be 
taken immediately, it was said 

The company will write group insur- 
ance and all lines of life business but 
not accident insurance. This makes the 
third life company for Fort Worth this 
vear. Officers of the new company say 
the name is decided upon and that it 
will be ready to write business as soon 
as the state authorities pass upon ap 
plications for charter and license 


Old Line Reports Good Start 


The Old Line of Lincoln, Neb., has 
just completed its first month of oper- 
ation in Texas, under the direction of 
Thomas Taylor, general agent, and re- 
ports a gratifying record The com 
pany was only licensed the latter part 
of September and shortly thereafter Mr. 
Tavlor. formerly a Mutual Life man, 
but more recently manager of the Tay- 
lor Construction & Investment Com 
pany ot Houston, accepted the general 
agency for Houston territory That 

rency alone presented $72,500 com- 
pleted business during October, and the 
total business written in the state was 
cover $100,000, The company also made 
in appointment in the Rio Grande val- 
ley, naming J. O. Davis and N. L. Wil 
liams as general avents, with headquar 
ters at Harlingen. \ | Neece of 
Morgan, Tex has also been appointed 
general agent 


Plan Oklahoma Sales Congress 


Initial arrangements for the annual 
ales congress of the Oklahoma Associ 
ition of Life Underwriters were made at 
i recent meeting of the executive com 





mittee. The congress will be held some 
time between Jan. 26 and Feb. 9, the 
definite date to be announced later. Dr, 
S. S. Huebner of Philadelphia, dean of 
Wharton School of Commerce and Fi- 
nance, will be principal speaker and will 
deliver his famous address on “Human 
Life Values,” which he gave at the na- 
tional convention at Los Angeles last 
summer. En route Dr. Huebner wil] 
speak at Lansing, Flint and Detroit, 
Mich. 





Equitable’s Oklahoma Contest 


An interesting contest developed 
within the ranks of the Equitable Life of 
New York in Oklahoma deoten Oc- 
tober, when the Tulsa agency chal- 
lenged Oklahoma City in a contest for 
new business applied for in October, and 
delivered and paid for on or before Dec. 
31. Also the side having the greater 
number of cases applied for was to get 
an additional credit.of 20 percent of its 
total score on applied business. Last 
reports gave Tulsa 74 cases. with a vol- 
ume of $517,349 and Oklahoma City 
79% cases with $467,237. The 20 per- 
cent to be added for largest number puts 
Oklahoma City ahead by a small mar- 
gin, but the final result will be deter- 
mined by the paid for business between 
now and December 31. The losing team 
is pledged to pay its own expenses for 
a visit and dinner to the winning team. 





Western Life Enters Texas 


. The Western Life of Des Moines 
was licensed last week in Texas. Texas 
headquarters are to be at Lyford, 
Willsey county, near the Mexican bor- 
der. It was stated that later headquar- 
ters probably would be changed to San 

Antonio. C. E. Craig was designated 
as state manager. 

Southern Notes 

A new son has arrived at the home of 
Mr. and Mrs. Gale Windsor. Mr. Wind- 
sor is past secretary-treasurer of the 
Oklahoma Association of Life Under- 
writers, and special agent for the Union 
Central Life. 

Mr. and Mrs. Horace F. Sharp of Rich- 
mond, Va.. are being congratulated upon 
the arrival of a daughter, Bettie Page. 
Mr. Sharp is assistant to A. O, Swink, 
Virginia manager for the Atlantic Life. 
He was formerly assistant secretary of 
the company. 

WILLIAMSON PRESENTS 
STRONG AGENCY PLATFORM 


(CONTINUED FROM PAGE 3) 


are not exclusively in the business. 
There are too many nondescript, incom- 
petents, downs-and-outs 

When men have been selected of the 
right caliber, they should be carefully 
trained. Mr. Williamson said that bet- 
ter schooling and more intelligent pre- 
paration for the work are needed. He 
said that 100 percent men should be 
chosen to enter the life insurance field. 
They should always be at par. They 
should sell their goods at par. Life in- 
surance, he characterized as the high- 
est order of merchandising in the world. 


Missouri State Club Meetings 


The Missouri State Life has an- 
nounced that the 1924 gatherings of the 


eastern and western $100,000 Clubs will 


be held at the home office. The meet- 
ing will take place shortly after the 
first of the year. The exact dates have 
not been set. The Quarter Million Club 
will hold convention in Havana, 
Cuba 


New Springfield, III, 


Phe State Capital Life, a new com- 
pany, is being organized at Springfield 
Ill, with a capital stock of $100,000 and 


Company 


a surplus of equal amount Che com- 
pany will have its main office in Spring 
field, writing old line legal reserve 
policies The organizers are l H 
Devereux, Springfield: W. D. MeBride 


and ( » Stokes ! ivlorville; | B 
DeMotte, Rossville Mike M. Hines 
Stonington; Samuel Quinn, Chicago 
Dr. W. T. Short, Stonington; P 

Erlach and A. D. Stevens, Springfield 
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ADOPTS BRANCH OFFICE PLAN 





Southern California Agency of Central 
Life Opens Secondary Offices for 
Development of Field 


he Southern California agency at 
Los Angeles of the Central Life of 
Des Moines has adopted the branch 
office plan in the development of its 
field, the promotion of personal pro- 
ducers to the management of such 
othces being based on volume of in- 


dividual business. S. C. Mitchell is the 
first man to qualify under the new ar- 
rangement and he has been assigned by 
General Agent W. H. Carter to the 
Hollywood branch of the Sunkist agency 
as agency manager. Ed Gossett has 
also qualified for a similar position at 


Pasadena and arrangements are now 
being made to open an office in that 
city. S. C. Mitchell led the field of the 


Los Angeles agency in October pro- 
duction and Mr Gossett ranked second 
for the month Mr. Mitchell has won 
the leader’s cup three times for monthly 
volume in 1924 and is ahead in the con- 
test for permanent possession of the 
trophy. Mr. Carter’s agency has pro- 
duced over $1,500,000 of new insurance 
for the year to November 1 and is 
making a determined effort to reach a 
goal of $2,000,000 before the end of the 
year. 


Western States Club Meeting 


The Western States Life of San Fran- 
cisco has selected the Hotel Del 
Coronado, Coronado Beach, Cal., as the 
meting place of its 1925 convention of 
the $100,000 Club to be held Sept. 10- 
12. The company has adopted a three- 
fold slogan for the club: “One Hun- 


dred Million of Paid for Insurance in 
Force, One Hundred Club Members 
and a ‘Million Dollar’ Club President 


Russell Agency Breaks Record 


The results obtained by the home 
ofice agency at Los Angeles of the 
Pacific Mutual Life during October, 


“appreciation month,” broke all previous 


records for the production of new in- 
surance by John Newton Russell’s or- 
ganization. The-mark which had been 


set for accomplishment was 1,000 appli- 
cations, but at the close of 
Oct. 31 it was found that 1,480 appli- 
cations had been written, for a _ total 
volume of $7,732,314. This is approxi- 
mately $600,000 in excess of the October 
record last year. The four winning 
teams and their standing, indicated in 
the order in which they are named, are 
as follows: Moores, Dudleys, Becketts, 


business 


and Bakers. The members of the win- 
ning teams will be the guests of the 
officers of the company at a theater 
party Nov. 18, which will also include 
each member of the agency who wrote 
three applications or a total of $10,000 
duirng the contest 


Honor Mersfelder at Albuquerque 


As a farewell tribute to the esteem 
in which L. C. Mersfelder was held by 
his former coworkers in the life under- 
writing field of New Mexico, a hand- 
somely engraved writing set was pre- 
sented to him at a special meeting of the 
New Mexico underwriters at Albu- 


querque, just previous to his departure 


to enter a similar field in Oklahoma 
Mr. Mersfelder was general agent 
for the Kansas City Life in New 
Mexico for seven years, and was 
recently transterred to the gen- 
eral agency of the same company 


in Oklahoma, with headquarters at Ok- 
lahoma City. The tribute paid the de- 
parting general agent was signed by the 
tollowing general agents: E. D. Fisk, 
New York Life; J. H. Coons, Mutual 
Life of New York; Allen E. Bruce, Pa- 
cific Mutual; W. D. Irwin, Northwest- 
ern Mutual; N. S. Tierney, Missouri 
State Life: Harry Slack, Kansas City 
Life; E. L. Grose, Equitable Life of 
New York; and George Roslington, sec- 
retary and general manager of the Oc- 
cidental Life. 





Capitol Life in New Building 


The offices of the Capitol Life of 
Denver were moved during the past 
week from the Tabor building into the 
new home of the company nearly com- 
pleted at East Sixteenth avenue and 
Sherman _ street. The construction 
work will be completed within the next 
few weeks, after which a public recep- 
tion will be held and the new building 
will be thrown open to the public for 
inspection, it was announced this week. 
The dedication ceremonies, which 
will take place later in the month, will 
be private, only the officials of the 
and employes | present 


also 


com- 


pany 


“ne 
} elnk 





Honored With Applications 
When H. E. Aldrich, 


and superintendent of 
Equitable Life of Iowa, 


vice-president 
agencies for 
visited 


th 
tne 


Francisco recently, the members of the 
W. G. Eader agency of that city pre- 
sented him with a shower ol ] 





tions totalling $188,000. Vice-President 
Aldrich, accompanied by Assistant 
Superintendent of Agencies P. M. Ray. 





San | 


is spending several weeks in visiting all | 
Pacific coast agencies of the Equitable | 


Life of Iowa. 








IN THE ACCIDENT AND HEALTH FIELD 








CHANGE FOR R. J. NECKERMAN 


Continental Casualty Superintendent of 
Agents Will Cultivate the North- 
western States More Assiduously 
R. J. Neckerman of super 
ntendent of agencies of the accident and 


Chicago, 


health department of the Continental 
Casualty, will return to Madison, Wis., 
Jan. 1, to again head the Neckerman 
\gency of that citv and will take charge 
production work for the Continental 
Casualty and Continental Assurance in 
t northwestern states. The company 
will cultivate the field more assiduously 
1 Mr. Neckerman feels that with Mad 
his headquarters, he can accomplish 

re in the northwest He won his 

it Madison with the Neckerman 
\gency as a producer of business and 
organizer He was prominent in civic 


rs while he was a resident of Madi- 


one of the popular 


young 


NEW LOS ANGELES COMPANY 


Eureka Casualty Completes Organiza- 
tion and Seeks License From 


Department 
LOS ANGELES, CAL., Nov. 11 
The Eureka Casualty, which has been 
in process of organization tor several 
months, has successfully completed its 
plans and tiled application last week 
tor license to write health and accident | 
insurance in Calhtornia It is expected 
that this will be granted without delay, 
as the books ot the compat ‘ were re 
cently examined by the insurance de 


partment and also by the corporation 
comnussioner and the details of tts 

ganization approved For the present 
the company will confine its activities 
to the writing of health and accident 
msurance but later may take up all 
casualty lines Othees have been se 
cured at 627 Insurance Exchange build 
ing, and will be opened for usiness 


| 


| CENTRAL STATES LIFE | 


INSURANCE COMPANY : 
SAINT LOUIS| 














All Ages up to 65 | 
Participating and Non-Participating Policies | 
Standard and Sub-Standard Risks 
Prompt Service 














Excellent territory for General Agencies 
open in Illinois, Minnesota, South | 
| 


Dakota, Kansas, Missouri, Wyoming and 
Califernia $2 32 32 $3 [ 
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Nov. 15. The president of the com- 
pany is Frank A. Moore, and the other 


officers are: H. W. Reynolds first vice- | 


president; F. E. Burger, second vice- 
president; Chas. E. Wright, third vice- 
president; W. M. Haynes, secretary; 
John Swanfeldt, treasurer. 


the board of directors, in addition to the | 


officers, are Miles Gregory, Melvin 
Breese, J. M. Harlan, E. H. Martin and 
Paul Shepard. The officers and direc- 
tors are men who are well known in 
business and financial circles of Los 
Angeles, and Messrs. Wright and Shep- 
ard are experienced insurance men. The 
capital of the company is $200,000, rep- 
resented by 2,000 shares of a par value 


Members of | 


| of $100 each. The stock was sold at 
| $125 per share, thus providing a sur- 
plus of $50,000. 


WILL MEET IN ST. LOUIS 


| Health & Accident Underwriters Con- 
ference to Hold Its Mid-Winter 
Session in That City 


The executive committee of the 
Health & Accident Underwriters Con- 
ference at a meeting in Chicago Tues- 
day decided on St. Louis as the place 
| for holding its mid-winter meeting. The 
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territory, write us. 


F. H. UEHLING, President 
WILMER LYONS, 








Commercial Life Insurance Co. 


IN THE HEART OF AMERICA 


Kansas City, Missouri 


We are offering top-notch contracts 


a growing Company. 


Our policy contracts are second to 


If interested in some good Missouri 


OFFICERS 


DR. C. E. TOLLE, Medicai Director 


I Insurance in force after twenty months— 
over two million. 


305 Reliance Building 


Kansas City, Missouri 


illing to build with 


W. K. BRAMWELL, Vice-President 
Secretary-Treasurer 














Safe 





Illinois and Missouri. 


guaranteed. 


References and list of offerings furnished on request. 


INVESTMENTS 
Profitable 


Selected First Farm Mortgages on unexcelled security 
in the best diversified farming sections of Northern 


Highest interest earring consistent with safety. 

Our record for efficient and satisfactory service is the 
result of twenty-five years experience as Financial Cor- 
respondents for large Eastern Life Insurance Company 
and general mortgage brokers without a loss. 


Information regarding borrower, security and titles 


_ Hoffman Mortgage Company 


Central National Bank Building 
St. Louis, Missouri 


Satisfactory 











exact dates were not fixed, but the meet- 
ing will be held some time between 
Feb. 20 and Mar. 15. There has been 
some talk of Detroit as the next meet- 
ing place, but there was a considerable 
sentiment in favor of deferring the meet- 
ing there until 1926, which will be the 
25th anniversary of the organization otf 
the Conference in that city. 

While no definite decision was reached 
in regard to the mid-summer meeting for 
1925, it seems highly probably that it 
will be held again in Chicasco. The 
delegates attending the mid-summer 
meeting this vear were so well pleased 
with the accommodations furnished at 
the Edgewater Beach hotel that many 
of them expressed themselves quite 
strongly at that time in favor of meet- 
ing there again next year. 

It has practically been decided that 
the International Claim Association will 
hold its meeting next year at Montreal, 
and there was some discussion of the de- 
sirability of holding the Conference ses- 
sion at the same time and place, but 
present indications are that there will 
be no joint meeting of the two organ- 
izations next year. 


Chicago Claim Men Elect 


At the November meeting of the Chi- 
cago Claim Association, Monday evening, 
Arthur W. Pettit of the Federal Life 
was elected secretary, succeeding Charles 
N. Dubach. The other officers were re- 
elected as follows: President, T. W. His- 
lop: vice-president, Dr. Edward Cum- 
miskey; treasurer, J. C. Brown. It was 
decided to change the time of the regu- 
lar meeting to the second Wednesday of 
each month. 


Ohio Companies Organize 

COLUMBUS, 0O., Nov. 11—The Ohio 
Health & Accident Underwriting Asso- 
ciation was organized here for the pur- 
pose of advancing the general interests 
of health and accident underwriting. 
Membership is open to mutual insurance 
companies of Ohio. Officers elected are: 
President, E. G. Robinson, secretary of 
the National Masonic Provident, Mans- 
field; vice-president, Channing E. Jones, 
Buckeye Mutual Health, Columbus: 
treasurer, George L. Behrens, secretary 
Globe Casualty, Columbus; secretary, S. L. 
Cotter, manager of the Commercial Mu- 
tual, Columbus; executve committee. 
B. B. Paddock, Columbus, A. R. Smith 
and J. C. Hanna of Cleveland. 


Accident Limit $1,000 


The Mutual Life of Illinois is limiting 
principal sum coverage in its accident 
policies to $1,000 for policies written on 
arresting officials. 


Plan for Cancellation 


Where the assured, by false represen- 
tation, secured a health and accident 
policy on himself and where as a result 
of that misrepresentation he succeeded 
in collecting benefits from the insurer 
who stood in danger of having to pay 
him additional benefits if the policy 
which was in form a specialty remained 
outstanding, it was held that resort to 
equity for cancellation was the proper 
remedy, Massachusetts Protective vs. 
Kittles, U. S.C. C. A. 5th Cireuit. De- 
cided Oct. 31 





Pioneer Launches Subsidiary 


The Pioneer Indemnity of Lincoln is 
preparing papers for filing with the Ne- 
braska insurance department, from which 
it will seek the usual permit to do busi- 
ness It will be a subsidiary of the 
Pioneer Accident & Health, of which 
Ek. C. Folsom is the manager, and will 
be utilized for writing burial benefits, 
forbidden to the parent company. The 
Pioneer has been using the old Nebraska 
State Life with which to place its burial 
writings, but that company is unable 
longer to qualify under the law and is 
having ite affairs wound up 


Keith Is Visiting the West 


Thomas A. Keith, agency assistant of 
the Aetna Life and a specialist In the 
sale of accident insurance, Is making an 
extensive tour of the company's agen 
cles and branch offices through the 
middle west Mr. Keith has direct su 
pervision of accident field work among 
life general agencies, and during his 
trip he will visit all offices now writing 





accident insurance and also those which 
are preparing to begin the writing of 
this line. 


I. H. Blakely’s Change 


I. H. Blakely of Indianapolis, who has 
been representing the Ridgely Protective 
as field supervisor for Indiana, Michigan 
and Ohio for several years, has resigned 
to become field supervisor for the Mas- 
sachusetts Protective under William H 
Mastin of Chicago, who is supervisor of 
agencies. 


Branch Managers Named 


Some additional appointments and 
changes in the branch claim offices of 
the Pacific Mutual Life have been an- 
nounced by Robert R. Harrold, genera! 
claim representative at Chicago. K. N. 
Pomeroy, formerly with the claim de- 
partment of the Santa Fe railroad at 
Topeka, has been appointed manager of 
the Dallas zone and will assume charge 
of the headquarters there after a few 
weeks in the Chicago office. Edward 
Mohan, who has been temporarily in 
charge at Dallas, will return to Chicago 
to assist W. R, Carnduff, who is in 
charge of the local claim department 
there. Edgar Harold, who has been in 
charge of the Atlanta office, has been 
transferred to the Chicago office and 
Edwin E. Lowe, who has been in the 
Chicago office, will assume charge of 
the Atlanta zone. Henry Smith will 
assist him there. F. R. Zoeller, who is 


assuming charge of the Norfolk, Va.., 
office, has been in the Chicago office for 
many years. F. H. Jacobson, who is 
now opening the Minneapolis office to 
cover Minnesota, North Dakota and 


South Dakota, was formerly secretary- 
treasurer of the Equitable Casualty and 
in charge of claims for that company 
He has had 11 years’ experience in per- 
sonal accident claims. 


Moves to Los Angeles 
The Western Travelers Accident has 
announced the removal of its home office 
from Omaha to Los Angeles, in which 
city it has established its headquarters 


in the Financial Center building at 
Seventh and Spring streets. The an- 
nouncement was made by Willard H. 
Butts, secretary. Frank H. Garrett is 


president, and J. Donald, vice-president. 





| WITH INDUSTRIAL MEN 











Conservative Life News 


Dixon W. Place, president of the Con- 
servative Life of South Bend, is slowly 
convalescing and the doctors believe he 
will be back at his desk before the end 
of the year. 

The Conservative Life has a special 
bonus month in ordinary and industrial 
combined for November, the bonus 
checks on which are to be sent the men 
so as to reach them for Christmas. 

Leaders for the year—Joint results, 
Superintendent C. W. Wester, South 
Bend; Agent Carl Basehab, Hammond. 
Monthly increase, Superintendent C. W. 
Wester, South Bend; Agent Carl Base- 
hab, Hammond. Ordinary increase, Su- 
perintendent C. W. Wester, South Bend; 
Agent Joseph Martin, South Bend. Col- 
lection percent, L. L. Hite, superinten- 
dent, Anderson; Agents John Ennis, Gary, 
and J. F. Davidson, Anderson, tied Ar- 


rears percent, Superintendents C. W 
Wester, South Bend, and W. J. Makaw- 
sky. Gary. tied; Agents Wm. K. Mohn, 
South Bend and Louis Balegh, South 


tend, tled 


Western & Southern Rockford Banquet 


attended the 
agency banquet 
local staff of the 
Life Rockford 
loving cup for 
main 


members 
district 


Twenty-five 
lhiocekford, Til. 
to members of the 
Western & Southern 
again copped the silver 
the largest volume of business 
taining its record of holding the cup a 
month in each quarter, being barred by 
the contest rules from holding it oftener 
than one month during the quarter. J 
N. Reinhard and G. W. Lamspon, local 
agency heads, emphasized “Service” In 
thelr talks, which were the principal 
ones at the banquet 


Equitable Life’s Business 


business of the Equit 
York in October was 
$4,211,000 overt 


The paid for 
able Life of New 
$45,076,000, a gain ol 
October of last year 
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_NEWS ABOUT LIFE POLICIES | 








| Diges 
e PRICE, $3.50 and $2.00 respectively. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
| Policy Literature, Rate Books, etc. Supplementing 
igest” and “‘Littke Gem,” Published Annually in May and April respectively. 


the “ 


Unique Manuai- 














MAKES DIVIDEND INCREASE 


Indianapolis Life Announces Its Scale 
Which Means an Advance of 
About 26 Percent 


announces a 


(he Indianapolis Life 
i 15, 


new dividend scale effective Nov 








which is an increase of 26 percent over 

the previous schedule. The dividends 

are 

Ordinary Life 

\ges 25 30 35 40 0 60 
3 $ 

Pre 19.64 22.38 2 30.74 46.04 75.19 

End of 

Year . 

1 3.17 4.17 5.74 

5 4.55 7.50 11.40 

10 6.11 11.52 18.52 

15 6.79 13.53 21.61 

20 7.57 15.99 24.37 

Pre 28.30 31.2 34.80 39.25 52.44 76.99 

End of 

Year 

1 3.16 3.36 3.42 3.60 4.05 5.28 

5 4.93 5.26 5.64 6.14 7.47 10.47 

10 7.08 7.73 8.49 9.38 11.77 7.08 

15 8.54 9.36 10.29 11.43 14.44 20.29 

20 10.31 11.31 12.49 13.81 17.53 22.38 

20 Vear Endowment 

Pre. 46.59 47.19 48.09 49.56 56.37 78.77 

End of 

Year 

1 3.42 3.56 3.56 3.61 3.75 ».26 

5 6.26 6.29 6.31 6.39 6.75 10.50 

1 9.98 10.02 10.06 10.13 10.67 7.16 

15 13.12 13.15 13.18 13.29 13.95 20.43 

2A 17.00 17.04 17.09 17.18 17.59 22.15 

10 Year Endowment 

Pre 101.33 101.88 102.61 103.66 108.07 120.0 

End of 

Year 

1 6.70 688 6.88 6.96 7.12 7.98 

3 9.92 9.98 9.99 10.06 10.29 11.22 

5 13.18 13.21 13.24 13.30 13.56 14.78 

10 20.12 20.17 20.22 20.29 20.60 21.44 

20 Premium End. at 65 

Pre 30.74 34.39 38.90 44.61 

End of 

Year 

1 3.09 3.29 3.32 3.50 

5 4.65 4.97 5.36 5.86 

10 6.64 7.30 8.10 9.07 

1 8.42 9.33 10.40 11.78 

4) 10.61 11.80 13.28 15.06 


40.14 72.44 


26.57 32.19 


3.26 4.88 
4.92 8.94 
7.1 13.77 
8.78 18.54 
10.83 





AMICABLE’S NEW SCHEDULES 


New Policies and Rates Announced by 
Waco Company, With Several New 
Features 


rate revision ts an 


Amicable Lite of Waco 


and 
the 


\ policy 
the need by 


lex., effective Nov. 1 The policy con 
ditions have been changed as tollows 
Surrender and loan values will be 
allowed after two premiums instead ot 
three 
Fully paid-up policies may be = ex 


ged tor participating policies 


chal 
Vroceeds of policies and trust tunds 
are allowed interest equivalent to the 
mean interest earnings ot the company 
remium rates are reduced on all but 
ter) joint life and continuous monthly 
ine policies 
New rates per $1,000 are as tollows 
nT more mportant participating 
vs 
‘Oo bay 
ira “ bay “Ver ‘ eUbtrae 
\ Life Life End Svee 
$iz.o8 give $Xoe $ 
i 1 ’ m4 a he 
1° “ ! ; 
12.77 TL . 7¢ 
1S ase lt ‘so ‘4 
! 18.08 0.81 8 ‘v.49 
ihe “152 4 e448 





20 Pay 






Ord 20 Pay 20 Yr. Coupon 

Age Life Sves 
20 13.91 28.86 
21 14.22 29.35 
Q 14.56 9 86 
14.90 30.39 

15.25 30.94 

15.64 1.51 

16.03 32.12 

16.45 32.74 

16.94 2 33.38 

17.45 96 34.06 

17.95 26.22 41.12 34.76 

18.51 26.75 41.30 35.50 

19.11 27.37 41.50 36.26 

19.68 28.09 41.70 {7.08 

20.3: 28.70 41.9 $7.91 

*] 29.33 42.18 38.78 

7 30.07 42.45 39.69 

37 30.85 42.75 40.66 
38 31.57 43.07 41.67 
3Y 32.42 43.44 42.7 
40 33.30 43.84 4,84 
41 34.15 44.28 45.01 
42 35.14 44.77 46.25 
3 28. 36.18 45.31 47.55 
44 29.3 37,27 45.89 48.94 
45 d 38.34 $6.54 0.41 
46 32.0 39.55 47.2 91.95 
47 33.41 40.85 48.04 53.60 
48 34.96 42.24 48.92 55.36 
49 36.63 43.69 48.89 57.21 
aU 38 45.24 50.95 59.18 
51 40. 46.92 52.16 61.28 
52 42 48.68 53.54 63.52 
53 44 50.43 54.97 65.90 
54 46. 52.31 6.41 68.45 
55 48 54.32 58.00 71.19 
56 5 56.46 74.11 
57 53 58.77 77.24 

58 56 61.25 80.60 
59 59 63.92 84.2 
60 63 66.78 88.11 








GUARDIAN’S NEW DIVIDENDS 


Schedule for 1925 Shows Increases of 
From 2 to 12 Percent and Interest 
Rate Is Made 5 Percent 


The Guardian Life of New York has 


announced its 1925 dividend schedule, 
showing an increase in the dividends 
ranging trom 2 percent to 12 percent 


on various forms and at various ages 
The average increase, based on the div- 
idend liability, is 7 percent. The com- 
pany has also increased the rate of in- 
terest allowed for 1925 on sums held by 
the company tor the credit of policy- 
holders trom 4.8 percent to 5 percent 
The new dividend schedule is as follows 








for the three principal policy forms 
tor sample ages 
Ordinary 
Ist Div 5th Div 10th Div 
Old New Old New Old New 
$4.10 $4.60 $4.49 $4.9 $5.06 $5.51 
4.75 5.25 5.33 5.80 6.16 6.53 
5.87 6.76 7.21 7.96 8.36 
7.94 9.21 9.64 10.83 11.19 
20 Payment Life 
25 4.73 9.21 5.54 5.99 6.7 7.15 
> 5.38 +87 6.38 6.82 7.84 §.?1 
45 6.41 6.980 7.66 8.09 9.44 73 
o 8.31 8.80 9.82 10 1.86 12.18 
20 Year Endowment 
25 5.85 6.35 7.44 7.85 +78 8 
35 6.23 6.72 7.80 8.21 v.14 44 
45 6.93 7.41 5 8.98 10.90 1.2 
> S52 900 10 ; 10.64 1° 1 7 ] 
Northwestern Mutual Life 
The Northwestern Mutual Life has 
extended to five-year term policies 
full force the additional privilege f 
onversion at attained age during the 
fifth wpeoliey vear This privilege was 
1lready applied to five year term policies 
ow being used on the form adopted in 
1922 The eXtension of the privilege 
permits all fiVe year term policies in full 
force now to convert without medical 
*Xamination up to the end of the full 
five year term of tle insurance A 
nversti letters sent out by the 4 
tuaria department “ b preserved 
nd matlled towards the end {f the Aftt 
policy vear 
Pan-American Life 
Ihre t’at American Lif . ssuinha ‘ 
reduced ordinary tlife pelicys similar 
the half-rate form issued by the Prudet 
tial and the Aetna The red tiv . 
ne-half€ but thre ullimate pren : . 














not as high as under the so-called half- 
rate forms. It is called a commercial 
policy and is not sold in lots of less than 
$5,000 Monthly income disability will 
be added at the regular additional rate 
The policy carries a reduced premium 
for the first five years. with the full 
premium thereafter. The premium sched- 
ule is as follows, per $1,000 
First There- First There- 
Age 5 yrs after Age 5 after 
15 $ 9.83 5 38 $24.35 
16 9.95 39 25.23 
17 10.09 40 26.19 
18 10.24 41 27.53 
19 10.40 42 28.68 
20 10.56 43 29.91 
21 10.73 44 31.23 
se 10.91 45 32.62 
23 11.10 4¢ 4.21 
24 11.30 47 15.90 
25 11.51 4s 7.71 
2¢ 11.74 i 39.66 
27 11.97 : 42.52 
28 12.22 44.79 
+] 12.48 52 47.20 
30 12.75 49.78 
3 13.05 54 3.5 52.56 
32 13.36 55 5.61 55.53 
33 13.69 ' 7.68 58.44 
34 14.04 21.0 ? 19.92 61.57 
35 14.42 21 5 42.34 64.91 
16 14.97 22.68 ’ 44.98 68.49 
37 15.40 23.47 60 47.84 72.31 
Montana Life 
The Montana Life has gotten out tw 
new policies, one an endowment at age 
60 by continuous premiums and a 20 
premium policy. with endowment at age 
60 The company already has in its list 
the endowment at age 65 
PETERSON TO HOME OFFICE 
Fort Dodge Manager of Mutual Trust 
Becomes Executive in Agency 
Department | 
i 
Carl A. Peters« 
Fort D dae la., has 
the agency department 
fice where he will h 
thon Mr. Petersor 





did record in his agency and his prom« 


tion 1s deserved This gives the Mutual 
rust Life a strong agency staff. Gil- 
bert Knudtson, vice-president, is it 
charge otf the agency work, assisted by 
D. E. Thompson, agency Cc 


L. Winey. field sur 


Lunoe, superintet 





addit ot Mr. Petersor gives the cor 
pany five executives in its agency de- | 
partment 

Mr. Peterson was given a tarewell 
luncheon last week at the Fort Dodge 
Chamber of Commerce by half a hun 
dred ot his associates and riends He 
represented the company at Fort Dodge 
tor 13 years 


a _Minkel will succeed 


son at Fort Dodge as general agent 


north central lowa Mr. Minkel has 
had a rapid success in life insurance 
Me was superintendent of schools at 
Fort Dx dge tor several vears but went 


with the Peterson Agency a vear and a 


halt ago, where he shawed such abulity 
he « now giver c laree the ter 





Lamar Life Building Near Completion 





The new Lamar Lite ' ne at lack 
son Miss a 1 story structure now 
nearing completior will be ccupied 
within the next tv weeks. Fintshing 
touches a ber x aced €¢ cor 
struct whic s ¢ r s 
posing this sec 

L. J. Senesac 

Xr we Hawk > \ i> “< we 
era awent AK < Mutua l 
at’ Springhel t Ss succeedce 
vy Leon |. Senesac erty haree 

the accndetr lepart ent ec 
many Mr tla VA > will 
Springheld I , r 
Ho ss ARE ICI s 

New Verk. | s A P ul 

4 t nent s “x revegra > 

‘ r x . ww s 
Lif Underw . \ss a New 
York Kk. Db M pry ct Be at 
discussed rr S Va f Ine 
‘ 1 x was i " 
tote As 
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New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 


Unusual contracts to 
agents. 


Several splendid agencies 
open in Iowa. 


Write for infermatien. 


LaMonte Cowles, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Berlingtea, lows 
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NEWS OF LOCAL ASSOCIATIONS | 

- ES ae Ser 2 oe. “Tt i oe! — — = 
SHOW HOW NEEDS ARE MET | account of the National Life Under- 
writers Association convention. He suc- 

O. Sam Cummings Gives Forceful Ad- cleats at aaa Tas ceasaen toe tes 


dress on Sales Methods at Okla- 
homa City Meeting 


OKLAHOMA CITY, OKLA., Nov. 
11.—9O. Sam Cummings of Dallas was 
the speaker at the last meeting of the 
Oklahoma Association, and took for his 


subject, “Life Insurance a Means and | 
Not an End.” Mr. Cummings is asso- 
ciate state manager of Texas for the 
Kansas City Life, educational director 
of the North Texas association, and 
former international secretary of Ki- 
wanis. 

“Nobody wants life insurance” he 
said, “but everybody wants health, con- 
tentment, happiness and success, and 


the only way we can sell life insurance 
successtully, is to selk it on one of these 
terms—the terms of what the people 
want. 

“The highe st objective a man has is 
to provide for his family, but it is often 
so circumscribed by everyday problems 
of life, that he often either A be or 
neglects it. But if you will pin him 
down to where he will agree that this 
is his most vital objective, vou have sold 
him. 

“Translate the need of 
piness and contentment, 
anyone can understand Tabulate an 
approximate cand of his family and sub- 
mit it to the prospect as the necessary 
provision for his family.” 


health, hap- 
into language 


Submit Figures on Income Service 


He suggested as a good idea, immed- 
iately upon entry into a man’s office, 
to lay upon his desk detailed figures on 
the ir e service. 





“Make a 
that 
and before 


presentation of something 
attention immediately 
he has time to reply to you 


facten hs 
lasiens his 


in stereotyped Phra%es such as that he 
has all the imsurance he can carry and 
the like, concentrate his attention upon 


needs, as 


placed in front 


your figures as applied to his 
worked out 


in the plan 





7 } } ; 
ad him to see the proposi- 
utior of a means toa stip- 

refer- 


The speaker concluded with a 
< 


ence to business insurance as a credit 
stabilizer, declaring that in his opinion 
approximately 95 percent a the busi- 
ness endeavors m thie country are de- 
pendent upon the ability of one certain 
mar Here too he emphasized the ad- 


of selling the need and not the 
; would present life or 


this manner 





we 


will sell more insurance and more in- 
stay sold.” he said 

announcement of the 
nation of Charles L. Syl 


yKes 


surance will 
Upon the resig- 
presi- 
the local ;: tation and 
he local association and a mem- 
; . 
the firn Dyer & 
agents for Mutual 


hecome an 


vice 


bee of 
general 
Life 


Sykes, 
Pe nefit 


aft. 


the 
and hic remo: =! t 


‘ ‘ x 
m the home office reso- 


Mr. 
were 


at \ewa 


, Ctange A the annus meeting of 
the Chir ago the following 
oficere were « President, W. W 


W illiamesor Phoenix Mutua Life vies 


aseoctatior 


lected 


presidents, C. F. Axelson, Northwestern 
Mutual and Jens Smith. Pacific Mutua! 
secretary-treasurer H D Lininger 
} table of ow: executive committe« 
fone year tern K. B ¥Korrad, Mis 
sour! State J. H. Miles, Union Centr: 

Lawrence CC} te Mutual Benefit = & 
Mare! Fx table of New York and 
George Hoffmar Guard 4 Life ‘twee 
year tern yr B Campbe Fide M 

t Myron 8r New England Mutual 
S J Vhatley Aetna Life Leonard 
Flieworth, Provident Mutu: nd Sidney 


V ellbelover Mi 
Harry ¢ MeNamer of 
New York retiring 


tual Life of ‘ou York 
Kauitable of 
! omes 
ar honorary member of the 
for a year. 

MeN: 
ace@ wit? ‘ aAcfieit of 


committee 


mers admir 


year were $5,774, and the disbursements 
$5,494. 
x * * 

Chickasha, Okla.—The necessity of 
doing a full day’s work every day, plan- 
ning the day’s work and adhering 
strictly to this plan, was stressed by 
yeorge E. Lackey, general agent in Ok- 
lahoma for the Massachusetts Mutual 
Life and vice-president of the National 
Association, at a meeting of the 
Chickasha association Saturday. Mr. 
Lackey spoke along the line of future 
opportunity. 

He is scheduled to talk to the Kansas 
City association Nov. 14. His talk will 
be made with the purpose of stimulating 


interest in the national convention of 
1925, to be held in that city. 

Ss = 6 
Des Moines, Ia.—At the November 


meeting of the Des Moines association, 
Dr. T. C. Denny, secretary and super- 
visor of agencies of the Central Life. 
made the statement in an address that 
there are only 1,500,000 people in the 
United States who possess property 
valued at $5,000 or more After givine 
figures as to the number of farm owners 
in Iowa, Dr. Denny declared that the 
Iowa farmer is a business man, owning 
and controlling capital, and hence he 
needs business insurance just as any 
other business man. He explained 
briefly the benefits derived from old age 
endowment insurance, declaring that too 


many insurance men preach “death in- 
surance” rather than “life insurance.” 
Prior to Dr. Denny’s address, a ten- 


minute paper on “Program Insurance 
was read by Henry Haas of the North- 
western Mutual Life. 

x * * 


Colorado—Henry 
of the United States 
Denver, spoke on the 
regular monthly 
association at Denver 
lowed the 


Swan, vice-president 
National bank of 
“Dawes Plan” at the 
meeting of the Colorado 
The address fol- 
§ o'clock dinner of the organi- 


zation At 7:30 the meeting was turned 
over to Agency Manager Pease of the 
Equitable Life of New York, and an 
agency group meeting was conducted 


Topics in 


settlements 


regard to income insurance 


were covered 
= * * 

Tulsa, Okla.—Enthusiasm was the 
note of the life underwriters 
Saturday, with F. S. Goldstandt, 
Engelsman & Goldstandt general 
for the Equitable Life of New 
Oklahoma City, principal 
Goldstandt spoke on 
ments” and stressed the 
sales on the basis of 
would do for the 
selling just the 
particular 


key- 
meeting 
of the 
agency 
York at 
speaker. Mr. 
“Selling Settle- 
idea of making 
what the policy 
beneficiary, rather than 
policy itself. He !nid 
emphasis upon the install- 


ment and income insurance, irrespective 
of the size of the contract 
*_ * * 
Columbus, 0.—Prof. S. S. Huebner of 


the Wharton School of Finance and Com- 
merce of the University of Pennsylvania 
was the speaker at the meeting of the 
Columbus association a few days ago. 
His address was declared by many to 
be one of the best ever delivered before 
the organization 
me SS 

Lansing, Mich.—‘“Ladies night.” when 
members of the Lansing Association en- 
tertained their “hest partners in busi- 
ness,” was scheduled for Wednesday eve- 
ning, with M. Albert Linton, vice-prest- 
dent of the Provident Mutual Life of 
Philadelphia, as the principal speaker, 
his topic being “Life Insurance Policy- 
holders and Trust Company Service.” The 
meeting is the second of the year for the 
association which is obtaining a num- 
ber of prominent tnsurance firures for 
addresses Aurir gw the winter 

a * * 

lincoln, Neb.—The insurance principle 
has been an active influence in the life 
of the white race from the days of 
savagery, Prof. J. Bruce Robb of the 
University of Nebraska told the Lineoln 


Association at 
the « 


ite November luncheon 
It was arly recognition by the 
that lives tn the future that 
member of it had a survival value 

wae influenced first by living in 
and the principle was definitely es 
tablished when men came to understand 
the number of risks to which they had 
to submit their future 


one 
race each 
This 
groups 





The fabric of insurance, he said, rests | 
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upon the passion of men to obtain se- 
curity, and this includes two things, the 
foresight that enables a man to estimate 
what the future may have in store and 
the other the necessity of cooperating 
with his fellows to protect all of them. 
That is what insurance is, cooperation 
and not a company. Mr. Robb said that 
the social service that insurance men 
perform, along with doctors, lawyers 
and bankers, gives dignity to the profes- 
sion. 

Mr. Robb, who is an honorary member 
of the Oklahoma Underwriters Associa- 
tion, was elected an honorary member 
of the Lincoln group at the close of his 
speech. He is lecturing in the daytime 
on fire insurance, and at night on life 
insurance. 

The club voted to discuss substandard 
policies at the next meeting, a subject 
upon which there is a sharp division of 
opinion, being objected to because it 
is being sold for the purpose of in- 
creasing volume, and not being what 
the insured should buy where he can 
get standard policies or what the agent 
should sell in his own and the company 
interest. 

x * * 

Kalamazoo, Mich.—The Kalamazoo as- 
sociation may start an advertising cam- 
paign in local newspapers within the 
next few weeks. A large number of 
members of the association have ex- 
pressed themselves in favor of the plan 
and at a dinner meeting here last week, 
addressed by James H. Buswell, repre- 
sentative of the Kalamazoo Advertising 
Club, a committee was named to look 
into the possibilities of the plan. On the 
committee are: c. J. Hoebeke, Mrs. 
Alice L. Stephenson, and D. A. Taylor. 
Sentiment favors group advertising with 
mention of individual agencies. 


LINTON’S'ANALYSIS’OF 
~ J AGENTS’ COMMISSIONS 


(CONTINUED FROM PAGE 5) 


commissions, do not exceed the 
12th year. 


agents’ 
expenses until the 
Factors in Returns 


The age and standing of the company 
and the cost of the insurance it furnishes 
will have an influence upon the over- 
riding returns to the general agent upon 
the production of a given unit of busi- 
ness. If a large volume can be produced 
with relative ease, the unit returns of 
the general agent can with entire fair- 
ness to all concerned be made smaller 
than in cases where a company is not 
well established and must therefore work 
harder for what it gets. For purposes of 
illustration, $5,000 was considered a fair 
present value of the net overriding 
profit for 20 years on a going basis, of a 
single year’s production of $1,000,000. 
There is a heavy outlay concentrated in 
the first year, after which the expenses 
bear a reasonable relation to the over- 
riding commission. It would seem jus- 
tifiable, therefore, that any allowance 
less in amount than the expenses of the 


first vear should be considered as an 
allowance toward acquisition costs. 
Otherwise the general agent may have 
to make up a substantial deficit either 
out of his own savings or out of what 
he can borrow, with the result that in 
many instances he may restrict the de- 
velopment of his agency and write an 


abnormal amount of personal business 
Payment of Allowance 


i it be granted that the allowance 
ould be toward acquisition expenses, 
om payment to the general agent on the 


basis of a percentage of first year’s 
premiums prevents an undue expense al- 
lowance for the production of term in 
surance. But the fact must not be over 
looked that to base the allowance on 
new business production is to weaken 
the emphasis on conservation The al 
lowance may be made on the basis of a 
fixed amount per $1,000,000 of new busi 
ness, One of the evils of American life 
insurance practice is the heaping up of 

much of the cost on the first year's 
premium 


Spread Acquisition Costs 


To meet this difficulty it was sug 
vested that the allowance might be de 
termined by applying a series of three 
percentages respectively to the pre 





miums collected in the agency for the 
first, second and third policy years. This 
would mean that the entire expense al- 
lowance for a new policy would not be 
granted until premiums for three full 
policy years had been paid. When this 
had occurred it would probably be fair 
to assume the business was of good 
quality and the general agent entitled to 
the full allowance from the company. 
This method might be carried even 
farther, and the allowance based upon 
the total premium income, but unless a 
series of percentages graded as to 
agency years were adopted, the relief to 
the general agent in the early years of 
his agency would be small, and the com- 
pany would still be faced with the con- 
sequences of requiring him to make up 
a series of deficits. Even under the three 
year method suggested, the company 
might have to make some temporary 
arrangement in the agency's first year 
or so. 
Illustration of Margin 


If, for example, the company should 
contribute the equivalent of $3,000 in a 
single sum as the first vear’s overriding 
margin toward each million of average 
new business, the present value of the 
net overriding profits for 20 years on a 
single year’s production of $1,000,000 
would be $5,132 or $3,632, according as 
the 5 percent margin was or was not 
retained by the general agent. In other 
words, it would require about $1,410,000 
worth of business where the general 
agent did not retain the margin to pro- 
duce a return on this basis equal to 
the return on $1,000,000 of business on 
which the general agent did retain the 
margin. Therefore, if the payment of 
the margin to the soliciting agent would 
increase production more that 41 per- 
cent, the general agent might feel justi- 
fied in making the payment. 


Early Years Hardest 


It was shown that the early years of 
a policy history tend to be lean years 
for the general agent. A considerable 
increase was noted in the return for the 
five years, 11 to 15 inclusive, due, of 
course, to the fact that the overriding 
commission rate in those years increases 
to 5 percent. The need of the general 
agent for funds in his early years has 
led some companies to sie a redistri- 
bution of the commissions to eliminate 
this increase, and substitute for it an 
additional amount payable in the sec- 
ond year, as provided by the second 
contract under consideration, in which 
an additional 5 percent is paid in the 
second year and the general agent's 
overriding commission rate from the 
11th to the 15th years inclusive is re- 
duced to 2™% percent. 

In comparing the relative returns from 
general agency and personal business, 
attention was called to the fact that $5,- 
000 had been taken as a fair present 
value of a general agent's net return 
over 20 years on a single year’s produc- 
tion of $1,000,000, equivalent to the pres- 
ent value of soliciting agent’s commis- 


sions on $251,000 of business. This is 
about as low an equivalent as can be 
had, and at the same time maintain a 


healthy organization growth 
Increased Service Cost 


increasing pres- 
being put upon 


In view of the ever 
sure for that is 
modern agencies, it is a problem to de- 
termine the source of the payment Oo! 
the corresponding expenses. It is doubt- 
ful whether any substantial increase mm 
net due to a general rise in the 
level of expense allowance from the 
home practical or desirable 
The toward a de- 
crease m charge That 1s 
bound to be ult of a greater ap- 
by the public 


service 


cost, 


othee, 18 
whole tendency is 
unit expense 


the res 


preciation ot life insurance 

and a consequent wider distribution. As 
things now stand, the soliciting agent 
seems to have the better of the argu 
ment. It is asked whether in many cases 
it would not be more equitabl the 
general agent uniformly” retammed an 
overriding margin the first vear and 
perhaps paid renewal commissior ita 
rate le than 5 percent 
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How Two Bricks Sold a Million Dollar Dan's em Din ond 5 ten promeied © igh aan 


t n the New 


Life Policy—Gifford T. Vermillion of and buy’ lif insurance and that it was a 
Milwaukee Tells Story of One Big Sale vestigation of | im, learning in detail all 























a . : , \ , wr he } . the } 
66 IW Two Bricks Sold a Million | to the information clerk who turned it how he ! increased the business at . 
” ’ | that th W<iT ] . wrt 1 by ster 1 t a prospecti\ t tell 1 
Dollar Policy” is the interesting over to Mr. Blank’s secretary. The sec hat the business was closely owned by — ee oth. - ja het : : 
’ | > hes , ’ sly ‘ +! ° ts , ¢ ; . : ce ver ‘4 re rul y > > 4 
title of an article written by retary informed me that Mr. Blank was Is tamuly In other words, | aine had, : . - 
: T r . 7 ’ . 1 } 1) +} ; shy) } ¢ +} r 5 i st 
Gifford T. Vermillion, ace of the Whit- busy but that he would give him the let- all the at possible ‘ “5< ' 
; y ] individual ; r } + ; * 1s € s t ste € 
ney Agency of the Mutual Life of New ter as soon as he was at leisure In individual atter having hat ‘ s ee ae ee & 
York at Milwaukee, for the agency pub- about a half an hour I was ushered into terview [ purchased a book called ©’ : ere x 
lication, “The Field Club. In the ar- his office and opened my guns on him ‘Hi s* . es ff ths ‘ - 
i i i ] 1, € r ‘ \ rd tos 
ticle Mr. Vermillion tells, without men- full blast sh t H —— - 
} y ¢ > >xac s ‘ . s . ’ > 2 
tioning any names, exactly how an Prepares Inheritance Tax Data ( ainda Pre BBgecmns ion: eaten 
obscure thought grew into an ambition se : . a. 2 - = 
resulting in the sale of a $1,000,000 life I told him I wanted to prepare a pro- ‘ miss Salesma + er 
insurance policy posal on inheritance tax insurance for word 
age pe -* . ; hic ns r , nd wid nhor him > & @ 
Within the past year, Mr. Vermillion [5S ©?  qpegee ane woe pause ae _— 
1 a week o n I é Wha : words c lav 
has closed several cases involving more ' # WEEK oF Ke ; . z . - a : 
. 1e ri { 1 if sai W t w ¢ Vise er ane c $a 
than $1,000,000 and when the annual '™¢"™! . : or h a ; 5 7 
tabulation of leading life underwriters en a8 _ “~_ te : < ; : : ee 
snen ne . evs and . . ree ji much your prosne . ~ 
for 1924 is made, the Milwaukee man engl the NEXt Six > : - . ' 
: | try’s data on the case weeks. His attorney, however sed y Can ike a de c 
should be well up among the country’s < Bary : pqaipencns he = 2 
: ° 1 r ou al t é ‘ : ‘ ad S P S 
biggest producers. How he sold one of ‘** er % — th - nt Dt el ea ante! a os EG be 
j on which I had his name pri in gold been definitely settled by ngress and and say it slow ! nderstat 
his million dollar policies is told by Mr. 0" W"" ay tee “we - : _ ~ nhs 
r . j . etters in the lower e mea Vas g@ z AK LIK€ etais ras r u err 
Vermillion in his own words as follows: MI “rt . ons ie QO: ° ‘ 
: mmsistec t s retur er : < 
“About two and one-half years ago ; > ovate inno aes ey , ee 
; teratur an ¢ een passe 2 vent 
my wife and I were selecting the brick a cenf f Pas PBs. id | - , . “ems +} shat Ant ~ ~ 
amount ¢ ta tnat wouk ye exacted on sec im ind ne sa | e Vv 1iG . 
estates from $50,000 to $15,000,000 ready shortly to do business. I then ad- Sarver Sees a Great 
‘This proposal was drafted somewhat vised him that his age was going t O . f ai 4 
similar to a lawver’s brief, building up change on a certait ite and that he pportunity or omen 
the case trom the beginr I learned would have to do business before that ] Lif ] W k 
that he kept on hand at all times a large time if he wished to save the higher n ije insurance or 
mount of cash for the purpose of in- rate, and closed t this interview HERE is a great opportunity for 
heritance tax and obtained a report trom tor 31,000,006 , ' nsurance ace rding 
h to J M. Sar pres t of the 
| Neat | | , > , o 


SOME GOOD POINTERS ARE GIVEN 


FOR THE NOVEMBER CAMPAIGN Wena Sneten Aepneen “a 

HI New York Life gives some c lig $ ' tr 

linchers t S¢ zg Nove . i $ S 2 2 : 4 
hey all timely t provisior n st il to t st ts ‘ 





A “Clearing- House” for Hopeless : \ ' a fepupesines wan 
Prospect Cards.—At a recent meeting nds and, it seems to 1 tueer Ma aes alt Seaiiienn ts 





of the New York Lite Underwriters t 1s ss \W\ . 
\ ssociati » highly successful pr a ‘ . ’ : : . > : <r ; 
1 ne ot ee leading c« inies r 2 s . . . 
GIFFORD T. VERMILLION ut, among other sales ideas, the follow Prolongs Life.—.\ . , ; 
ing He said that every 2 t : i l s _ ~ sur ‘ , 
ew home that we wer i g Stack oe FOspece « S \ : 
| happened to see 1 the ce . ae sly < .* ° s 
e brick company two somewhat large t at there ts ttle th : triat tine tt s Alte AS ™ et ' + wor ; z 
1 most unusual brick his | c | WIE eve ter e int t $ tor t t . t 
be it ot the ordu l was ¢ s sur ‘ s . 
w what it was ¢ x to be s c estadlis clea s s " 2 
d isked the sales i nae ‘ > > R 
H med mie it a ce i wh s s 
dered the l cK 1 a t \ \ I ect ca S ‘ s > . 
| w that Mr la ! k Aish « > w ‘ > . 
is building and was me R ! es S s < s 
make a ecial kiln t ‘ S s S gy S$ oS y 
which Mr. Blank 1 i Congregation Insures Its Rabb 
i lara price, | quest : ' ° ° < . 
in further about Mr. Blank An Answer That Shoul d Hel p Clinch 
( ost ot his home et L pot sue Sale. \ . \ 
e from him all | could rout M Mr. ¢ ell t 
i deat t« | i ! A COs \ \ : . ‘ 
ne time later we \ imke \ 
letter of introduct to Mr t out,” was Cardells ly bew ; " 
He, however, did not know him) ever t N t that way wren ‘ 
enough and | asked him who did . * r ' 
referred me 2 ' he rake A Real Test of I : endship.._We_ knov . Had Big “Honor Month” 
nterviewing thre t lt banker ‘ \ i . x 
i me that he did not know M the le t 
well enouch to wive rhke i letter Ta t t . \ ve t ‘ . \ .s 
troduction but advised me that one widow t : c \\ ‘! - Oe se ‘ - 
e vice-president t his bank was) erie! rhaps som ttermess, s Big People Carry Big Insurance Ae 3 M 
well acquainted with Mr. Blank. [st han You surance me sav vou H tH K saat . cine 
ed the letter of mtroduction trom i! tmends t w ws a phans t : ; . . . . e 
( oe president ind went to see Mr then vest trends a | often thew ly \ XN \ was W x \ As : . < p " 
Hank with it The letter was handed = = tmends Yet vou regarded m your t { Pres $ was . : 
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THURMAN NEW HEAD 
OF AGENCY OFFICERS 


(CONTINUED FROM PAGE 1) 
questions of personnel and organization 
General A ent Wanted of the agency department, and its rela- 
tion to those in the field. 
Lindsay Was in the Chair 


The first session of the Association of 


The MUTUAL TRUST LIFE INSURANCE COMPANY, of a. a ee . 

f d z Life Agency Officers was held Tues- 
Chicago, has just secured admission to the state of Ohio, and now day afternoon with L. Season Lindsay, 
has a number of openings in various parts of the state on a real chairman, presiding. After the general 


business and reading of the association 
reports the afternoon was devoted to 
a discussion of the general subjects, 


general agency proposition. 


Mutual Trust is purely mutual and is also one of the few Com- “How are new agents obtained?” All 
panies operating on the strictly Full Level Premium Reserve basis. of the delegates had been requested to 
Its policy contracts embody every desirable feature consistent with have as complete information as pos- 
sound underwriting. It is a Company enjoying an enviable record sible, so that actual company experience 
throughout all the territory in which it operates. Its contract to pe ot dig gy seosion thave 
agents is liberal and is supplemented by 100% Home Office coop- outs na brief interruptions. the asso- 
eration. If you have the initiative and ability to build a business ciation rising at 11 o'clock to pay trib- 
for yourself, address. Mutual Trust Life Insurance’‘Company, ute to the nation’s dead on Armistice 

Day and also extending a hearty wel- 


Chicago Temple, Chicago 


come to John William Clegg, president 
of the National Association of Life Un- 
derwriters, and George Graham, presi- 
dent of the American Life Convention 
when they entered the room. 











A. Gordon Ramsay of the Canada Life 














Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 
nothing. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., Ill., 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 
S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 




















in speaking of agency work, said that 
his company stressed the opportunity 
for promotion. In securing new agents 
and stimulating its men up and down 


| the line, it constantly holds before them 


the goal of a mana gers ship or some 
other position higher up. He said that 
this gets the men interested in their 
werk. Another feature, that he finds 
beneficial is securing the photographs 
of all the club members, making cuts 
and having them published in booklet 
form. When managers therefore are 
trying to interest new men in the busi- 
ness, they show them the pictures of 
these prominent producers, so that they 
can see what kind of men are really 
working in life insurance. Mr. Ram- 
say said that his company has uniform 
contracts throughout the entire field. 
There is no discrimination whatever. 


Prominent Men Speak 


At the Tuesday afternoon session, 
agency organization problems were dis- 
cussed by Charles H. Langmuir, New 
York Life; Dr. John A. Stevenson. 
Equitable Life of New York: James W. 
Simpson, Sun Life of Canada: O. J. 
Lacy, Minnesota Mutual Life: Oliver 
Thurman, Mutual Benefit Life and K. 
A. Luther, Aetna Life. Mr. Langmuir 
in the course of his talk, said that he 
had visited eight home offices, largely 
in the New England states recently. He 
was cordially received everywhere and 
shown everything in the shop. He said 
that he was impressed by the fact that 
here were companies that were very suc- 
cessful, and vet their methods at times 
seemed diametrically opposed, so far 
as the agency departments were con- 
cerned. 

He declare that no standard could be 
set for every man to follow religiously 
The successful agency man, he said, 
applies his energy and talents along the 
line of his special ability and personal 
gifts. He is particularly strong in some 
direction. His training, his education, 
and his imagination lead him along a 
certain course. Hig mental and personal 
equipment has muth to do with guiding 
his destiny. Mr. Langmuir said that 
because a man sees another company 
successful in getting business, it does 
not mean that his method should be 
scrapped entirely. He can gain ideas 
and suggestions from the methods pur- 
suel by uther companies. To a certain 
extent he may use these to investigate 
or modify his own system. He can 
adapt some of these ideas. In the long 
run however, his individuality must 
count. He must be the creator of his 
own system. 


Kansan Wins Contest 


Kansas won the big contest staged by 
district managers for the Fidelity Mu- 
tual Life in October. Russell Grimes, 
manager for Kansas, carried off the 
prize, a trip to the home office, by writ- 
ing 105 separate policies on as many 
different lives within 30 days. At the 
annual conference of the agents in Sep- 
tember at White Sulphur Springs, Va., 
the managers joined in a contest, agree- 
ing to write 100 separate policies for an 
equal number of persons within the 30 
days from Oct. 5 to Nov. 5. Mr. Grimes 
won the contest by writing 105. No 
other agent came up to his mark and 
onlv a few were able to reach the 100 
policies mark for the 30 days. 


First Claim Under Guard Policy 


The first claim of a member of the 
Kansas National Guard under the group 
insurance plan adopted last summer was 
paid by the Travelers before it had re- 
ceived the first premiums and before 
the policies had been issued. The claim 
was for $1,000 and was paid to the 
widow of Otis L. Berdine of Wichita 
Berdine was a private in Company I, 
137th field artillery. This unit was the 
frst of the Kansas Guard to complete 
its insurance, as the Kansas Guard was 
the first in any state to complete the 
contract for group insurance. The claim 
of the Berdine estate also becomes the 
first claim of the kind ever paid in this 
country. 




















The Man We Want 


Did you ever notice the fellow who gets out and really hustles? 
Watch him the next time you see him. He smiles when the going 
is rough, and he takes the hard knocks as he finds them, but he 
certainly is there at the finish. 


All he asks is a square deal, a little encouragement, and he'll pro- 
duce business that counts. Give him a company like the Peoples 
Life, with its friendly aid and interest; then watch his record. It 
will be worth watching. 




















PEOPLE’S —_ BUILDING Chicago, Dh ois 











A. E. Sullivan 
State Supt. Indiana Kindly address Dr. Shepherd with R. eo ag D. 
= — as reference to available territory Room 304 Peoples Life Building, Chi | 




















STATE. LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE $s CONSERVATIVE 


The Growth of Oak The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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THE LAPSED POLICY BRINGS DESPAIR_ 


ILLINOIS MANAGERS WANTED 
At Bloomington -— _ Freeport — __ La Salle 
Elgin — Peoria — Springfield 
| fine G | Agency openings in 
Eastern IOWA and Eastern MISSOURI 





LIBERAL CONTRACTS—STANDARD and SUB STANDARD Risks 


"=VESERVE LOAN LIFE 


rim INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. — 





